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Boonton 
Launches 


new program biggest ever 


Boonton goes all out to bring you gift volume. For the 

ALE PRICED very first time, Boonton offers patterned dinnerware 
bead at exceptional sale prices—all famous Boontonware ‘ 

quality, the 67g melamine difference your customers 


know about and demand. These are the three most 


preferred patterns in the industry, consumer-tested in 
a nationwide survey. 
20 pc. Service for 4...$18.95 
’ 1 1 | N open stock value $33.20 
2 ms 


for Christmas oontton Ware’ 


finest of all melamine dinnerware 





45 pe. Service for 8, $39.95 an open stock value $76.05 





Biggest Advertising Campaign Ever! 


Powerful 4-color advertisements in top mass con- 
sumer magazines, and newspapers sell these outstand- 
ing specials. 

GUARANTEED AGAINST BREAKAGE 









BOONTON MOLDING CO., BOONTON, N. J. 
Sa 
ch» 


b- 


Westfield 





Killarney 


Pineland 





SPECIAL!16 PC. STARTER SET 
Proven best-selling Boontonware Belle i] oe 


plus exquisite Gravy Boat regular value, $17.90 
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MAKING MONEY IN POWER MOWERS 
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The word has begun to leak. The lawn-mower industry is 
talking about the revolutionary ‘‘Q”’ approach we’ve taken 
in the new 1959 LAWN-BOY line. 


We’ve always predicted that the “‘Golden Age” of power 
mowing would be introduced by LAWN-BOY, and now it’s 
almost here. Of all the new ideas buzzed over at the recent 
meeting of the Lawn Mower Institute, the secret of 
LAWN-BOY was by far the biggest guessing game. 


The new ‘‘Q”’ approach is going to mean a lot to you—if 
you're a LAWN-BOY dealer. You'll learn for sure just what 
*“Q”’ is in the next issue of this and the other hardware maga- 
zines. Meanwhile, I urge that if your distributor isn’t carrying 
LAWN-BOY you find the one who is. 


Don’t lose out to the man with the high ‘‘Q’’—be 
him yourself. 


P.S.: If you’d like to see the new LAWN-BOY catalog now, 
drop me a card and I[’Il see that you get a copy right away. 





What does “Q” mean to you? 


a <Q Den 








Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dahasan ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 






Two-files-in-one feature 
makes the Handy file 
a fast seller. 


Of course, we mention you. 
It’s really your ad — 
helping you sell. 


* 


Hand-fitted orange handle 
has convenient hang-up hole 
... another reason to buy. 


This is an important part 
of the ad—and another strong 
buying reason. These are the 
most-wanted brands in files. 


THE PRICE IS RIGHT! 


NICHOLSON’S 
HANDY FILE 
WORKS Woop 
WORKS METAL 
WORKS PLASHIES 


How’s this fo >rsatilit 

, 2 Y? The 
ee Black Diamond 
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er tools... to Shave do 
Plastic Panels for iti re 
and built-ins. apap 
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YOU Store this file easily mn 
Your shop or tool shed 
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NICHOLSON FILES 


A FILE FOR EVERy PURPOSE 
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Single copies 25 C 
Western Hardwore 
Dealers Magazine 


Entered as second class matter. 
Single copies 25¢ each. 













“New ACCO packaging makes your job easier, too!” 4 / 


Everything about the American Chain line of hardware prod- 
ucts spells profit for you! Right now.. 
offers you the golden opportunity of building a fast-turnover 
chain section stocked with all of the items your customers need 
and want. Only American Chain gives you such a vast variety of 
sizes and types forso many applications. Shown below are a few 
of the many ACCO products which can be big profit-makers in 
your store. And to make your selling job easier, all of these 
items now come in compact, colorful pails, packages or cartons. 
Each container is brightly labeled for instant identification. 


“You bet there’s profit in chain! 
Especially when you feature a 














. today .. . American 


Specify American when you order these items from your distributor 





SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 





SAFETY PLUMBERS’ 
CHAIN — A light fiat chain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


SAGX 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 








TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
500 or 1000 ft. on reel. No. 7 
to 10/0 sizes. 











ELWEL MACHINE 
CHAIN — Twist link elec- 
trical welded chain. Also in 
straight link. Bright, bright 
zinc and hot galvanized finish. 
No. 5 to 7/0 sizes. 50 and 100 
ft. lengths. 





PROOF COIL 


For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


oSoooe= 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 





DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 
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TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 





TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





COLD 
SHUTS 








For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to % in. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 











Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176A and Price List R-957. 


















American Chain Division 
AMERICAN CHAIN & CABLE 


.* * s 
Bridgeport, Conn. * Factories: *York and “Braddock, Pa < 









Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Lo titanate 


by W. A. Phair 


We're not dead ie 


“Everybody tells us we’re dead,” a dealer wrote recently, “and it 
confuses us here. If we’re dead, how come this year will be the biggest 
year in our history, and a profitable one, too. We wish you would tell 
the experts that we’re not dead yet.” 


I often wonder, too, about the haste with which the “experts” have 
rushed to bury the independent hardware dealer and wholesaler. Is 
this haste due to ignorance of facts, or because they have absorbed 
too much of high-pressure publicity of discount houses? 


As each day passes it becomes more and more apparent that the 
hardware dealer is very much alive indeed. It also becomes equally 
apparent that the glamour boys of distribution—the discount houses 
are rapidly losing their glamour. 





It is unfortunate that there are still some “experts” who have not 
awakened to the fact that the stability and longevity of the independent 
hardware dealer and wholesaler is not due to some freak of birth. 
Rather, it is due to the simple, basic economic fact that the indepen- 
dent dealer serves a definite role in the distribution picture. As long 
as this is true, he will continue to be a lively part of the hardware 
scene, no matter how often the “experts” may try to bury him. 


We've all heard people say, “Everybody is selling hardware these 
days. What’s left for the hardware store?” Yes, lots of people are 
selling hardware these days. But the market is also bigger; more 
people are buying more hardware. And the trend to cross distribution 
has hit every type of merchandise. The supermarket sells drugs; the 
drug store sells sporting goods; the sporting goods store sells lawn and 
garden supplies, etc., etc. This is a characteristic of merchandising 
today; the hardware store is no exception, because it, in turn, has 
turned to other products to add to its lines. 


The distractions caused by the discount houses have hurt, even 
though their gay promises of new concepts in mass distribution have 
failed to materialize. But these things are part of the business scene. 
As long as the profit motive is the spark to our way of life, these 
things will occur. 


The point in commenting on this is that too many people seem to 
look at the hardware trade and see a very dark picture; they look 
elsewhere and see nothing but sunshine. If this was the true state of 
affairs, no one could quarrel with the viewpoints being expressed today 
in some quarters. But it is not the true picture, and some people are 
going to be hurt, particularly manufacturers, because they do not see 
the real picture. 


Most of the glamour has been taken out of the discount house. We 














Editorial 


continued 


have seen many of them go out of business. We have seen their profits de- 
cline. We have seen them move into high rent districts where they must 
assume all the normal costs of operating an orthodox business. 


We've talked with many manufacturers who were infatuated with the 
promises of the discount house, but have now learned the sad truth, that 
there is no easy way to distribute goods. 


Hardly a day passes but that some manufacturer tells us how he is taking 
a new look at the hardware trade. After living with the discount house 
for a while, he has learned the hard way that the hardware wholesaler- 
dealer channel presents the best all-around, long term means of establishing 
and maintaining profitable national distribution. 


Whenever I hear a manufacturer talk about the “dead” hardware trade, 
I cannot help but feel that perhaps something is basically wrong with his 
policies and products. I feel this way because I know that many other manu- 
facturers have found the hardware trade to be very much alive. 


Not everyone hits at .500... 


When we talk about the hardware store as a means of distributing goods, 
we must be honest and admit that every store doesn’t do a good job. There 
are some weak sisters. 


But it is also true that every member of a baseball team doesn’t hit at 
.500, or .400 or even .300. But you don’t judge the whole team by the poor 
hitters; you look at the good hitters. 


So it is with hardware stores and with wholesalers. There are stores and 
wholesale houses in the hardware field that compare favorably in operations 
with any other type of business. There are others that have not kept pace 
with events. It would be quite improper to judge all manufacturers on the 
basis of those who have failed and have had to go out of business. 


It was painful to many of us to see a name like Packard pass from the 
automobile picture. But it wouldn’t make sense to say that this reflected 
weakness in General Motors, or Ford or Chrysler. 


We are coming into a period where selectivity will be the key word in 
merchandising. The careful selection of dealers and wholesalers will be 
the foundation of all merchandising plans. 


But along with this selectivity in naming distributors, will also come the 
requirement that a manufacturer’s product and policies be right. If this 
isn’t so, the manufacturer may find that the better dealers and wholesalers 
are not interested in handling his products. 


This will be a healthy evolution. Alert, aggressive dealers and whole- 
salers will find an important place in such a distribution system. They are 
making the necessary adjustment to their methods of doing business to 
enable them to fit into this picture. The manufacturer will also have to 
make some adjustments if he wants to fit into this picture. 
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JUNE, JULY, AUGUST, SEPT. 


RIBBED FOR 
EXTRA 
» STRENGTH 


EASY 
ADJUSTING 
WING NUT 


HANDY \ 
DEPTH GAUGE 


\ 


‘ 


. 
. 
. 


$3580 


FALL SPECIAL $2.97 


DEALER REG. COST $24 


FALL SPECIAL 
31.98 


‘BPS 


RETAIL 


DEALER COST 


MODEL BPS 


30” Steel “T” Handle 
Depth Gauge 

adjusts 2%" to 72” 
Head 111%” long 
Step 72" Wide 
Core Diameter 2" 
Packed 3 to a carton 
Wt. per carton 8 Ibs. 


FRONT VIEW 
* BPS 





For further information see your Ames Distributor or write to: 


O. AMES CO. @33y)>)— 


PARKERSBURG, WEST VIRGINIA 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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New! 


BULB PLANTER 

Retails About $1.00 

© Ideal for planting bulbs, 
corms and small plants 

e Marking on sides indicates 
depths 

© Serrated for easy 
penetration 






















SPD 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauge is ideal for planting vegetables, 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 
insertion of fertilizers. 





FALL SPECIAL 
DEALER COST 


71.32 


MODEL BPW 
30” Wood handle 


FRONT No Depth Gauge 
VIEW Head 112” Long 
= BPW 


Step 72” Wide 
Core Diameter 2%” 
Packed 3 to a carton 
Wt. per carton 5 Ibs. 
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WASHINGTON 


NEWS 











BY THE WASHINGTON BUREAU OF HARDWARE AGE 


Long-term loans through SBA 
banks are nearing reality 


You may see the first small business investment 
corporation opening in your area next winter. 

Government officials will take another 60 days to set 
the details of how the banks will be run. These banks 
will make long-term loans to small firms (dealer vol- 
ume under $1 million a year; wholesalers, under $2 
million) under a new law. 

SBA thinks most of the investment corporations 
will do more business with manufacturers than deal- 
ers, for dealers are thought to be more interested in 
short-term borrowing than long-term notes. 

You'll be able to borrow on 20-year notes, with 10 
year extension if needed. Or the SBA banks may buy 
stock in your firm. Interest rates will be modest. 

Businessmen who want to rejuvenate their com- 
munities can form a bank, supply about 1% the capital, 
then borrow twice their investment from SBA. These 
banks then make long-term loans to local business- 
men. 


» outlook 


It won’t be long before you'll be able to seek aid 
through a community investment corporation, under 
SBA. Review your money needs for expansion, mod- 
ernization. If you want help to form a community 
bank, contact the SBA locally. Ten investors are 
needed with at least $150,000 joint capital. Watch 
HARDWARE AGE for details in the near future. 


Small business gets a break 
from recent tax legislation 


Congress has passed legislation which will permit 
you to reduce your tax payments. 

Laws were passed in the final days of the session 
covering three separate areas. Small business taxes 
were cut by $260 million a year. 

The small business measure will give you a special 
20 percent deduction in the first year on purchases of 


10 





new equipment; give tax breaks for losses in small 
business investments; permit you to accumulate up 
to $100,000 without penalty; ease inheritance taxes; 
extend the loss carryback to three years. 

The other bills, both massive measures, will let 
small corporations be taxed as partnerships and 
clarify the tax on installment sales, among other 
things. 


p> outlook 


Watch for a detailed explanation of these laws in an 
early issue of HARDWARE AGE. Study them carefully. 
Make certain you take full advantage of all possible 
provisions, with your accountant’s or tax advisor’s 
guidance. 


FTC crackdown on fake prices 
needs your help to succeed 


Government agents are toughening up on false pric- 
ing. Phony price comparisons and pre-ticketing with 
false “‘list’”’ prices are a special target. 

Federal Trade Commission officials have set new 
rules on fictitious pricing, the toughest yet. Briefly, 
FTC outlaws: 

Use of price comparisons where the higher price is 
more than usual in the trading area or higher than 
used in a recent period of time. 

Pre-ticketing at a price higher than manufacturer, 
wholesaler or merchant will currently sell a product; 
or use of fictitiously high list prices in an ad, cata- 
log, or price list. 

A list price must be the price at which an item is 
usually sold. 


p outlook 


Look for new FTC rules to curb some discount house 
pricing tricks, if they are enforced. You play a key 
role in enforcement. If you are faced with fake price 
comparisons, tell the FTC. Remember your complaints 
are confidential. 
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ANMNIERICA’S FAVORITE! 


Master 


COMBINATION 
PADLOCKS 

























You're probably planning “back-to-school” 
promotions and displays right now! Enjoy 
; extra profits by including Master No. 1500 
— Combination Padlocks in your plans . . . it’s 

; the best selling of all combination padlocks, 


go after the 
quantity business, too! 


Master No. 1525 Key-Controlled 

is the popular favorite for gym and 
a =hall locker installations. Check 

 s : No. 1525 With the padlock buyer of your 

£ GYM LOCKERS GYM BASKETS local school system. 








HALL LOCKERS 





Compare these important MASTER features: get this FREE Gept wy nee 


SANT AT 3 





Stainless Steel Case 

Double Wall Construction 
Solid Steel Locking Latch ' 
Built-in “Sound Effect’’ Ask your wholesaler, 

















Order from your wholesaler. or write us. 
at . - ar ll f | sw Anke ~* 4p) ial , PS ere 7. 
Master lock Company. Milwaukee 45, Wis. ¢ Wolds La AOsee Padlock Monupactinors 


: 
as 
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big sporting 
goods market... 


4th quarter 
looks good... 


inventories 
still high . . . 

























cost of money 
heads higher . . . 


























HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


The sporting goods market shapes up as one of the best in recent 
years for hardware dealers. Sales between now and the end of the 
year should top $556 million, or about $9 per household, according 
to conservative estimates. More than half that amount will be in 
guns and accessories. HA Recommendation: Check your sporting 
goods stocks now. Give special attention to hunting and camping 
equipment which will be the big seasonal items. Set up displays and 
promotions and order fill-in stocks if needed. 





Most businessmen are optimistic about fourth quarter business pros- 
pects. In a recent survey by Dun & Bradstreet, Inc., better than four 
out of five businessmen looked for sales and profits to be as good or 
better than last year. Durable goods producers were the most op- 
timistic. Nearly twice as many were optimistic about the fourth 
quarter as were optimistic about the third. HA Recommendation: 
Plan your fall and winter merchandising program optimistically. 
Keep your advertising budget at 2 percent of expected sales. You'll 
need lots of promotion because competition will probably increase. 





Inventories continue to be a problem for many retailers, including 
hardware dealers. They haven’t been able to trim inventories fast 
enough to keep them in line with falling sales. Result: hardware 
and building materials dealers in June had more stock on hand than 
a year earlier, the government reports. HA Recommendation: Re- 
member, your turnover rate is based on your ratio of sales to stocks. 
Buy carefully with an eye to reducing inventory, but don’t reduce 
stocks indiscriminately. Be sure you keep a good supply of the 
faster-moving basic stocks on hand so you don’t miss out on sales. 
Here’s where a good stock control plan comes in handy. 





The cost of borrowing money may go up, but not right away. AI- 
though the Federal Reserve Board recently approved a 4 percent 
hike in the discount rate, most banks plan no increase in interest 
rates for now since money supply exceeds demand. But, bankers 
caution, a sudden upsurge in borrowing could change the picture. 
HA Recommendation: If you plan to borrow for any business pur- 





pose this year, do it now. A heavy demand for money later could 
suddenly make loans more costly. 


... turn to p. 70 for more news on how’s the hardware business 
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Quality and Performance for 1959 
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® New Complete Line 
e® New Features 
® New Low Prices 
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Bans 8-TR* 19” Rotary | 3HP PINCOR Die-Cast Aluminum 
619. 8 r 19” Rotary | 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* | 19” Rotary | 22 HPB&S Die-Cast Aluminum 
619-BS 19" Rotary | 22 HPB&S Die-Cast Aluminum 
 622-8-TR" | 22” Rotary | 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-BS-TR* | 22” Rotary 22 HPB&S Die-Cast Aluminum 
622-BS i] 22” Rotary 22 HPB&S Die-Cast Aluminum 
921-8-TR* 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp-921-8TR* | 7!” Self-Prop. 3 HP PINCOR Stamped Steel 
Rotary | 
$P-921-8 | al — | 3 HP PINCOR Stamped Stee! 
sp-925-91R* | 27> elf-Prop. | 31, HP PINCOR | Stamped Steel 
a Rotary 
sp.925-9 | 27> Sel-Prop. | 3, HP PINCOR | Stamped Steel 
| Rotary 
P.925-9TR* | 25” Rotary 3% HP PINCOR | Stamped Stee! 
P9259 | 25"Rotary | 3%2HPPINCOR | Stamped Steel 
817-E | 17” Elec. Rotary ™ ran Die-Cast Aluminum 
5518-BR | ‘18” Reel | 2HPB&S Steel 
5521-BR | 21” Reel | 2HPBaS Steel 
5! 




















All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 

*TR—Designates ‘‘Touch and Go'', one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 


Sip Mead. CZETITA 


MEET US AT THE Sept. 29 
IN . 


NATIONAL 
HARDWARE 














made by PIONEER GEN-E-MOTOR rote) ite] F-Galel” 


28541 West O:ickens Ave.. C on: tohomeGh- Pm liilaleli- Si mE M@-11-Jelalelal-m—)-aa ¢-tall, 


a 
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ats New 





HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 


Promotional electric drill 


You can build traffic with this 
Remington 14-in. electric drill pro- 
motion item that sells for less than 
$20. The model 140 is rated at 2.5 
amperes, operates on AC-DC, and 
has a free speed of 2500 rpm and 
a load speed of 1500 rpm. The 8-in. 
drill features an aluminum finish, 
turbine cooling fan, locking trig- 
ger switch, weighs 3 lb and comes 
with chuck, key, 2-conductor cord 





and plug. Mall Tool Co. Div., Rem- 


ington Arms Co. 
For more data circle No. 1 on postcard, p. 5 


Pressure mounted firescreen 


Fireplace equipment customers 
will be interested in this low cost 
recessed fireplace screen. These 
custom fitted, safety curtains fit 
firmly inside the fireplace opening 
with a quick adjustment. This 
Flexscreen has a 1% in. decorative 
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! 


bar and side pulls for operation 
of curtain. Recessed screen comes 
in all black, all brass, or brass bar 
with black curtains. Also available 
with standard screw-on attach- 
ments. Bennett-Ireland, Inc. 

For more data circle No. 2 on postcard, p. 57 


Electric knife sharpener 

Here’s an electric knife sharpen- 
er that duplicates professional 
honing action stroke. It strokes 
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knife blades 7200 times a minute 
with a specially-shaped stone. Held 
in the hand while using, it re- 
quires no counter space when being 
operated. Guides in top of sharpen- 
er assure sharpening at correct 
angle. Molded of ivory melamine 
with russet vinyl trim it has retail 
price of $11.95. Burgess Vibro- 
crafters, Inc. 

For more data circle No. 3 on postcard, p. 5 


Kitchen knife holdster sets 
Ekco’s new group 
holdsters is the 


Heading up 
of Flint knife 





counter top Susan (center). It is 
mounted on a ball bearing pedestal 
for easy knife selection. Retails 
for $25. Also shown from the line 
of nine holdsters is a five-piece 
unit (left) selling for $14.95 and 
a six-piece set at $19.95. The hold- 
sters, with textured aluminum 











Want more information on these 
products? Then use free post- 
card on page 5/. 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 


header pieces are shown mounted 
on a colorful display for counter 
or window. Geneva Div., Ekco 
Products Co. 

For more data circle No. 4 on postcard, p. 57 


Reusable nylon cord spool 


Shaped like a discus, the Puritan 
plastic Spool-et makes rewinding 
easy, eliminates tangling, keeps 
cord clean for easy storage. Spool-et 
may be reused for knitting yarn 





has snug-fitting lid and removable 
ice-retainer ring. Pitcher will not 
chip, crack or break. PT-560 is 
414x10 in. and lists at $2.98. Plas- 
Tex Corp. 


For more data circle No. 6 on postcard, p. 57 





Controlled depth sander 


This Porter-Cable portable elec- 
tric tool uses longer life tungsten 
carbide sanding discs and features 
controllable sanding depth to pre- 



























holder, kite cord reel or for wrap- 
ping fish line or wrapping twine. 
Puritan Cordage Mills, Inc. 


For more data circle No. 5 on postcard, p. 57 


Gold-trimmed plastic pitcher 

Here’s a 2'%-qt polyethylene 
pitcher in black or white with non- 
tarnishing gold trim. It won’t mar 
table tops and will retain ice for 
many hours. It is well-balanced, 
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vent gouging and marring. Depth 
adjustment is controlled by an 
easily set bar on either side of the 
machine. The new tool is useful for 
paint removal, floor edging, boat 
and deck sanding, and concrete sur- 
facing. It is also effective on wood, 
plastic or composition and is handy 
for removing rust and scale from 
metal surfaces. The unit has a 
heavy duty 3.5 amp Universal 
motor built for continuous use. 
Comes in kit form with tungsten 
carbide discs, sponge rubber backup 
pads and manual. Porter-Cable Ma- 
chine Co. 

For more data circle No. 7 on postcard, p. 57 


Decorative letter boxes 


For the homeowner who wants 
a decorative letter box model 1013 


Galaxy letter box has polished brass 
hardware with  texture-grained 





(Continued on page 54) 
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Want more information on these 
sales aids? Then use free post- 
card on page 5/. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 


Disposable nail dispenser 


Impulse sales of small packages 
of nails will be stimulated by this 


combination carton dispenser. Peg- 
A-Paks each hold ten %4 lb boxes 
of nails and brads. The dispenser, 
which is hung on perforated panel- 
ing, can be thrown away when 
empty and replaced with a full unit. 
Ten packages of each item are 
packed to a case. Atlas Tack Corp. 


For more data circle No. 8 on postcard, p. 57 


Christmas wrench packaging 


S-K/Lectrolite socket, open-end 
and combination wrench sets for 
home handymen and professional 
mechanics are offered in red and 
green holiday packages. These gift 
packages are backed by a complete 


kit of special holiday promotion 
items. Each kit contains in addi- 
tion to three specially packaged 
wrench sets, a 12x24-in. wall ban- 
ner in Christmas colors, 50 direct- 
mail envelope stuffers with Christ- 
mas messages. Wrench sets also of- 
fered in individually gift-wrapped 
units. S-K/Lectrolite Tools. 


For more data circle No. 9 on postcard, p. 57 


Display for 12 leaf rakes 


Gardex fan-shape leaf rakes are 
now shipped in this self-contained 
display carton. Packed 12 tool 
heads to carton and 12 handles in 
separate carton. Carton in which 
heads are packed folds into a self- 


service floor display for 12 rakes. 
This carton offered only with Gar- 
dex No. 403 fan shaped rake with 
cupped design to lessen tendency 
of leaves to slip through sides. 
Gardex Inc. 

For more data circle No. 10 on postcard, p. 57 


Compact camera display 


With this 20x30-in. base Argus 
Photo Center a balanced starter 
stock of the fastest-moving Argus 
color-slide cameras, projectors and 
accessories can be shown. Full-color 


illuminated picture flashes to catch 
customer eyes. Argus projector 
plugs into Photo Center display for 
quick and easy counter demonstra- 
tion. Display comes with screen- 
like card for use as projection sur- 
face. Previewer is chained to dis- 
play. Each camera box is covered 
by clear plastic dome. Argus Cam- 
eras, Div. of Sylvania Electric 
Products, Inc. 

For more data circle No. 11 on postcard, p. 57 


Plastic storm window kit 


Economy minded customers will 
be interested in this low cost storm 
window kit. The Poly-Pane kit con- 
tains two polyethylene sheets, each 
72 x 36 in., 36 ft of fiber molding 


(Continued on page 66) 
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Safer handling 

Strong, yet flexible 
Less chance of damage 
Easier disposal 

Cut fuel bills 

Cut cleaning bills 


NEW ENVELOPE STUFFERS 


For mailing or counter use. Space for 
your imprint. 


Gis Safety-Grille 


aera 5 ee 
, MEW DERGH Strong fewhte one-proce chapboerd grille 


; FUEL GALS! Fine, atky saihnGeeiandieniann ments 
i with tess wort for your furnace 


ne a ay ely New filters deliver more clean air. 
Your whote house Mays cleaner longer 


' See ee rT ES GD GE Get CHEN @ On 
| your hands or 


owcx Frame 30 ee you pt roll wen 
weed. for casser trash drsposal. 


Se A product of Pindmergh Plate Gloss Company 
(DEALER SIGNATURE) 


NEW AD MATS 

Two sizes. Big display 
in small space for your 
local newspaper ads. 


NEW MOBILE DISPLAY 


Takes no counter space, hangs from 
75 3 | ceiling. Reminds customers they’ll save 
fey TSBURGH wind. a se Stadion: by changing now to Glasfloss Safety- 
We) 1988 y , Grille Filters. 





BURGESS FLASHLIGHT BATTERY 
wth 4 OUTSTANDING SALES FEATURES! 


1. LEAKPROOF 2. CHROME PROTECTED 3. SEALED IN STEEL 4. GUARANTEED 


Advanced Design From Inside Out ! 


INSIDE ; ; CHROME PROTECTED CELL. Prevents 
waste of energy when cell is idle. 
nS Power stays fresh — delivers longer, 

OUTSIDE . more dependable service. 





9-PLY LAMINATED BARRIER prevents 
seepage of corrosive discharge, costly 
power loss. Extends battery life. 





STEEL CAP AND BOTTOM PLATE. 
Steel cap and bottom plate are locked 
securely to cell body assuring perfect 
electrical contacts. 





HEAVY STEEL TUBE completes sealed 
in steel feature. Forms rigid armor- 
plate, makes battery leakproof. 





MODERN PACKAGE DESIGN. An ap- 
pealing eyecatcher. Highlights major 
features. Display and sell this new- 
est concept in engineered energy | 


o Oh © Gite oat ane 
(tata eae 


HERE ARE OTHER FINE PRODUCTS YOU SHOULD SELL.... 


j SATELLITE torcuess BURGESS 


pens whet ontanne wens ree OP ene ears 
a 


C3 | a | JUNIOR 


a) $1.75 
$1240 Siebins $895 complete %695 ae Onder prom Yowt Distributor NOW i 
BURGESS BATTERY COMPANY sucacr tus, canaos 
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pe ne hy Model P-21 Self-Propelled Rotary 
clutch lever is released. This gives 
~ rotary mowers. 
df 99 as the operating ease of a self- f \ 

7 propelled mower. Powerful Briggs \| 

& Stratton 4-cycle engine, recoil \ 

‘ | starter, 234 to 3 H.P. Cuts 21” 

: swath at heights of 1”’ to 344”’. eS 
cutting heights from 1” to 3’. Powerful 


a my A “Big E”’ exclusive . . . instant, 
| the advantage of free-wheeling go Leaf ——- hy mp a: 
“6 - 99 : : cost atfachmen en ea 
\ for those ‘close-in’ cutting jobs raking chores. For all Eclipse 
{ it 
| , Safety Clutch Control— 
when operator releases 
hond from mower grip, 
eve | 0) | e forward motion stops! 
. me \\% Model F-22 Rotary 
Briggs & Stratton 4-cycle engine with recoil 
ros ect S ‘ +3 starter. Develops 234 to 3 H.P. Extra-strong 
, pressed steel housing and comfortable 


free-wheeling when the hand \ See 
there's a 
around trees and shrubs, as well 
; \ : : Newest mower in the “Big E”’ line. Cuts a 
0) your a wide 22” swath and is easily adjusted for 
chrome-plated Natural-Grip handle. 


® : Eclipse “BIG E’’ Duo-Master Features: 


Natural-Grip Handles e 4-cycle Briggs & 


MEANS EXTRA PROFIT. 0 {Sts 
AND EASIER SELLING! (oo 


Model F-21 


Durable construction, powerful 234 
to 3 H.P. Briggs & Stratton 4-cycle 
engine with recoil starter and finger- 
tip engine control to indicate start, 
choke, run and stop. Cuts 21”’ width 
and is easily adjusted for cutting 
heights 1” to 3’’. 


Model F-20 


A new “Big E”’ rotary. Powered by 
2\4 H.P. 4-cycle Briggs & Stratton 
engine with recoil starter. All the 


latest features——ball-bearing wheels, e\ ene 
safety a specially | — 
hardened blade, fingertip : aus 
ole 


engine control, pressed 4 AV VWVY 
steel housing. Chrome Sak 
lated Natural-Gri , 
andle. Cuts 20” swat -= a 17” Duo-Master 
through tough grass wa . : , Unmatched quality in a size for 
height adjustable 1” to 3”’. ee pre smaller lawns. Sturdy construction, 
> ote . 4-cycle Briggs & Stratton engine de- 
~ eye veloping 1% to 2 h.p. Cuts swath 
. R-Ays ) Fas wi e, height adjustable from 1” 
Model F-19 Duo-Master wT: 


cor QD WASTES, Unusually fine mower with Natural- 
Grip Handle, staggered wheels, 
4-cycle Briggs & Stratton engine de- 
veloping 244 H.P. Cuts 19” width, 
cutting height adjustable from 1” 
to 3”. 















... and this Exceptional 
Promotion Model 
Rotary Mower to 
“Eclipse” your competition! 


NEW FROM TOP TO BOTTOM 


the LEPHYR 22 


The all-new Eclipse Zephyr is loaded with 
features—finger-tip engine control, pressed 
steel housing, chrome plated handle, front 
discharge chute and oil-impregnated sleeve 


NEW FINGERTIP 
ENGINE CONTROL 








W “HOUR GLASS” 
CHROMIUM PLATED 
HANDLE 








type wheel bearings. 4-cycle Briggs & 
All NEW Stratton engine with recoil starter develops 
DESIGN 214 h.p. Cuts 22”’ swath at heights from 1”’ 


to 3’. For quality and an economy price, 
the Zephyr can’t be beat. 


NEW PRESSED STEEL \ 





IS THE PROFIT LINE 
FOR ’59 


pi 












PROOF ...it costs less to use an Eclipse 


The BIG E ‘stands for: 
Engineering superiority a 
Excellent performance | 
Extra long life... Easy handling 


Economical operation 
Everything a mower SHOULD be 


! 


bY 


| Here are the Reel type mowers for folks who take special pride in their lawns 


(Sulkies. available for all models) 








18” BEL MAR 


Powered by a sturdy 4-cycle Briggs & 
Stratton engine developing 1%4 to 2 h.p., 
the Bel Mar has many features usually 
found only on more costly equipment. Ad- 
justable reel bearings, spring action clutch 
and Diamond roller chain drive. Tires are 
easily removed for replacement—an Eclipse 
exclusive! 


21” PARKHOUND 


A rugged, heavy duty mower that is un- 
matched for commercial or home use. Plenty 
of power from the 4-cycle, 2'4 h.p. Briggs 
& Stratton engine to drive the 21” reel at 
heights from %4"’ to 14%4’’. Cutting capacity 
2 to 4 acres per day. Specially treated 
chrome-tipped reel and blade. 


FOR THE ACKNOWLEDGED CADILLAC OF HAND 





Powered by a husky 4-cycle Briggs and 
Stratton engine developing 1°4 to 2 h.p. 
Five reel blades are cylindrically ground. 
Cast iron construction provides perfect cut- 
ting action year after year. Special Hi-Cut 
model available. 


25” ROLLCOWAY 


Cuts 25” swath at speeds of 1 to 4 miles 
per hour. Differential permits pivot turning. 
Recoil start Briggs & Stratton engine de- 
velops 234 to 3 h.p. (6 to 1 gear ratio). 
Sulky can be attached or detached in- 
stantly. Unmatched for use on steep slopes 
and terraces. Cutting capacity 3 to 5 acres 
per day. 














20” ROCKET 
DELUXE 





One of the biggest selling reel type power 
mowers in America! Precision built in every 
detail. Specially treated, chrome tipped reel 
and lower blade, durable cast-iron con- 
struction. Powered by 144 to 2 h.p. 4-cycle 
Briggs & Stratton engine. Special Hi-Cut 
model available; also 7-Blade model. 









32” SPEEDWAY 





Here’s the mower that has become the 
universal favorite in public places .. . ideal 
for large estates, too. Briggs & Stratton 5 
to 5% h.p. (6 to 1 gear ratio) engine is 
started with hand crank. 32’’ cut at 1 to 
2% inches. Cutting capacity 7 to 15 acres 
per day-——as much as 3-gang mowers. 


MOWERS SEE BACK PANEL > 








Automotive Type Differential 
equalizes the distribution of 
power to traction wheels, 
permits short, easy turns un- 
der power. 6 steel-cut gears 
in oil-tight housing. 


Lever Control mokes cutting 
height adjustment from 1'/2"’ 
to 342°’ quick and easy. 5 
positions on ratchet lever in 
easy reach. Can be adjusted 
while mower is moving or 


Excitingly new and different, the rugged construction and comfort- 
able, easy operation of the Ranger make it the outstanding riding 
rotary. Built for rough, tough use-—day after day. Perfect for large 
acreage and commercial operation. Dash controls include ignition 
key, choke and throttle. Has front wheel drive with individual wheel 
brakes. Powerful 4-cycle Briggs & Stratton engine develops 5!, to 


5l4 H.P. Full 26” cutting width. 


stationary. 


ECLIPSE MODEL “L” y 
America’s No. 1 Hand Mower 


The acknowledged Cadillac 
of hand mowers. Unequalled 
for easy handling, rugged, 
precision construction and 
long lasting mowing perfec- 
tion. Natural-Grip handles. 
Available in 16” and 18” 
standard models, 16’ Hi- 
Cut model. 


NJ More advertising support 
than ever before! 


Dramatic and exciting full color pages in 


Tires Easily Removed 
New design of wheel rim 
mokes chonging tires o fost, 
easy job. Hub cap forms 
ovter tire flange 
free and long lasting. 


important national magazines will tell 
your prospects about Eclipse. And each 
ad includes the ‘‘Call Western Union 
Operator 25” line—so they can learn 
YOUR name and address. 


Top-of-mower single-point 
wing nut permits inston’ 
‘blade adjustment without 

Atenas self- -shorp- 


Fld... C0-0P AD PLAN SS are 


THAT'S SIMPLIFIED AND LIBERAL @: f) 


Adjustable Reel Searings 
Full ball beoring race a 
herdened, precision 

ond groded bolls. seckaes 
positive adjustment. Results 
in clean ond even shearing 
action and longer mower life. 


MAIL TODAY FOR FRANCHISE INFORMATION 


The Eclipse Lawn Mower Co. Dept. 12345 
Prophetstown, Illinois 


Please send me complete franchise facts about Eclipse 
“BIG E” mower line. No obligation, of course. 


Company 
Address 





THE ECLIPSE LAWN MOWER CO. 


DIV. OF BUFFALO-ECLIPSE CORPORATION 
Prophetstown, Illinois 





City 








My Name 











, 
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Next month dealers will start their fall promotions on lawn 


and garden lines. Here is a dealer who uses the promotion 


theme of the outdoor way of living. This article shows .. . 


How to make money 


with outdoor lines 


Here’s a success story with a 
moral for every dealer who wants 
to sell more outdoor lines. 

Briefly, the moral is: Sell a more 
leisurely way of life rather than 
selling items alone. Have a roomy 
display, reasonably wide assort- 
ments with inventory behind them, 
and salespeople who know their 
products. 

Give each customer the impres- 
sion that every item in the store 
is only part of an overall picture 
of more comfortable living. 

An example? Do your ads say: 
Buy a rake, or a mower, or seed? 
Or do your promotions play on a 
theme of spacious lawns and 
shrubs, a well furnished patio, 
tastier food cooked out of doors? 

Cranston Bros. Hardware, Wood- 
land, Calif., has been selling hard- 


goods for some 60 years. When out- 
door living began to boom in 1946, 
Cranston started a lawn and gar- 
den department, just as an experi- 
ment. 

The experiment paid off, and not 
because California is a garden state 
year round. 

In the five years following its 
opening, Cranston’s outdoor de- 
partment grew to 1200 sq ft. The 
store was learning what lines sell. 
The staff was learning the concept 
of how to sell more than just items 
alone. 

The outdoor department con- 
tinued to boom. There was no more 
room to expand. Cranston’s garden 
department became Cranston’s 
Garden Store in a nearby building. 

The Garden Store is about a half 
block away from the main build- 





How to make money with outdoor lines 


Here's 


ing. It began with what seemed 
ample room, 2500 sq ft. This ap- 
parently large display area wasn’t 
ample for long, because Cranston’s 
backlog of customer confidence kept 
spreading. 

Major renovation enlarged the 
Garden Store to 5000 sq ft. Later, 
a 1000 sq ft room was added for 
nursery stock and sundries. 

From “just an experiment” to 
6000 sq ft of lawn and garden dis- 
play in 12 years may not be a rec- 
ord in a community of 11,000. It 
is, at the least, phenomenal growth. 

Cranston’s success is the product 
of imagination in merchandising. 
Sales have doubled since 1954. The 
future is unlimited. 

What makes a store like Cran- 
ston’s tick? 


© Respect for customers. 
Cranston’s management turns 
down new items which might sell 
well. If a new item does not mea- 
sure up to Cranston’s quality stand- 
ards, the item is turned down. 
Cranston would rather lose sales 
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(Continued) 





than make a fast buck, only to lose 
customers later. 


© Everything a customer needs 
for comfortable outdoor living. 

Sundries such as: spices for 
barbecues, decorative accessories 
for patios and gardens, garden 
books, and the hundreds of odds 
and ends that make a sale complete 
are staples in this store. 

All sundries are grouped for dis- 
play as they would be used at 
home. Tie-in sales may often ex- 
ceed the initial purchase with this 
subtle suggestion-selling. 


© Sensible 
ment. 

Displays are kept low, so every 
customer can see what’s going on 
in other departments. The aisles 
are wide enough for families to 
shop together. 

Demand items are at the rear of 
store. A customer for insecticide 
passes many displays packed with 
sales appeal before reaching this 
back-wall staple. This same cus- 
tomer passes displays again on his 


self service arrange- 








BR eA 
* ‘ - 


ECuts 





6000 sq. ft. of lawn and garden display. Customer confidence and 
plenty of parking space brings trade from miles around. 






x at 


SECS PLANTS s¥RURs  FERTION 
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way to the center-of-store check- 
out station. 

Customers are encouraged to 
serve themselves. They are never 
pestered by salesmen. When a cus- 
tomer needs advice, he gets it in 
detail. 


® Variety in lines and depth of 
stock. 

Cranston has earned a_ reputa- 
tion for never being out of any- 
thing. The customers know this, 
and Cranston’s reward for carry- 
ing a heavy inventory is loyalty 
and an above-average unit sale. 

These are key lines: Barbecue 
and picnic needs, garden tools and 
mowers, seeds and fertilizers, porch 
and patio furniture, shrubs and 
nursery stock, pet supplies, and 
many sundries not found in the 
ordinary garden shop. 


® Salesmen who are lawn and gar- 
den specialists. 

Three full time men are kept 
busy year round. The manager is 
Chester Fisher, who has been in 
charge since the department began. 
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Pet supplies like this big bird cage selection, sel! well 


surroundings. 





in lawn and garden 





Chester Fisher (lett), manager of Cranston’s Garden Store, shows a customer 
many accessories that go with a cook-out. 


Extra help is put on each year 
during the spring rush. 


® Displays set up to duplicate the 
atmosphere of home. 

There’s plenty of room to browse 
and try out items in this big store. 
There’s even a fountain and wish- 
ing well where children throw pen- 
nies. 
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brick and 
mahogany lend warmth to comfort- 


Display facings of 
able surroundings. Customers are 
relaxed. They stay longer and buy 


more. 


® Parking facilities draw family 
trade. 
Store is off the main street. It 


depends heavily on its reputation 
and automobile traffic for cus- 
tomers. 

There’s a lot of the old country 
store in Cranston’s. There is a 


place for evervthing, and every- 
thing is in its place. The antiseptic 
neatness of many new hardware 
stores is missing, but is not missed. 

®End 
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Hiow to get more 
traffic for a sale 


This dealer trebled traffic for his annual spring sale 


by stirring up excitement with a low-budget publicity campaign 


Merritt J. Hartz wanted his 1958 Spring Open stir up the citizens of Deposit and nearby towns 
House Sale to be something more than just by having a fully costumed pirate roam the 
another sale. streets, giving out keys to a treasure chest. 

Mr. Hartz is president of Ed. Hartz & Sons, The treasure chest was on display in the Hartz 
Inc., dealer at Deposit, N. Y. store. Store had 1000 key. to give away like the 

Mr. Hartz is publicity minded. He decided to one shown here. Fifteen of the keys actually 


These customers came 
to try their treasure 
chest keys, and stayed 
to buy hardware in rec- 
ord amounts. 
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opened the golden chest during the April 11-12 
sale event. 

As the pirate, complete with sword and eye 
patch, handed out keys to adults he met on the 
streets of Deposit and elsewhere, word of what 
he was doing and what it stood for spread like 
wildfire. 

Result? 

“This was the best promotion that we have 
ever put on,” said Mr. Hartz. “Our pirate 
brought about 900 customers into the store in 
two days.” 


How's this for a sales boost? 


Did these customers buy anything? 
Mr. Hartz reports that 20 a appliances Here's Hartz’ trattic-building pirate, Art Lynn, a plumb- 
moved out in two days. More were sold in the ing department employee. Merritt J. Hartz, president 
wie of the company, center, and Keith Hartz, treasurer, kept 
days that followed, a direct result of the sales a close watch on the golden treasure chest. 
promotion. Regular hardware lines did “very 
well,” Mr. Hartz said, “in fact, were three times 
heavier than the like days of last year.” 

How much did the successful traffic gimmick 
cost? 

A few dollars were spent for costuming one of 
the store’s staff. The padlock and bogus keys 
were a low-cost variety. An old trunk was TRY IT IN THE PIRATE'S CHEST AND SEE 
sprayed with gold paint. 

The 15 prizes? 

They were mostly in the $5 to $8 range, such 
as tool boxes and canister sets. 

Each time a customer tried a key that worked ED. HARTZ & SONS, INC. 
the lock, he claimed whatever prize was in the MUNESs Hoke 
chest. A new prize was added each time an old 
one was claimed. 





THIS MAY BE THE LUCKY KEY 





AT OUR OPEN HOUSE APRIL 11-12TH 











Nearly 1000 keys like this were handed out to adu/ts. 
How's this for a prospect list? 


Each customer who came to Hartz Hardware 
to try a treasure chest key was asked to fill out 





a card for registration like the one shown. Be- 1 AM INTERESTED IN THE FOLLOWING 
tween 800 to 900 customers did. 

From registration cards, Hartz got these pros- RANGE. «CLOTHES DRYER 
pects: 170 for electric dryers, 22 for gas space WATER HEATER. | Ss ROOM HEATER 
heaters, 52 for gas and electric water heaters, LP-GAS SERVICE care SO 





113 for gas and electric ranges, and.12 leads 


: , ; We have and Now Use the Following: (Please Check) 
for plumbing and heating jobs. Siegisnkicaotaphe-aetanaeen nang 
p £ e £ J 





























“If we can. sell just 10 percent of our. leads,’ |. FOR COOKING | FOR WATER HEATING | FOR CLOTHES DRYING 
said Mr. Hartz, “we will be very happy.” Bie “ta eet : ai - 
Handbills were also distributed as part of | of” oe hw = Clothes Line 5 (| 
the sale. These showed 20 different hourly spe- ‘hanclennatibe Te pumcereieine SS - E . Mee a 
cials, plus announcing electric and gas cooking ii +o 
demonstrations. Hourly special items were all Address Tel. No.______ 
basic stock staples, reduced substantially in price 
for just one hour. The handbills were also a This registration form for key holders added hundreds of 
good traffic maker. © End prospects to Hartz’ list of appliance customers. 
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If you could rebuild your store 


Check out counter has place for spot dis- 
plays to build up impulse sales, with orna- 
mental iron railing to guide traftic. 


« 

















Entrance of new Cy Young Hardware 

serves sidewalk and parking /ot trattic with 

patio for display of seasonal lines. Signs 

and picture are long-time Cy Young Hard- 
VW ware trademarks. 


HARDWARE AGE, AUGUST 28, 1958 










































what changes would you make? 


Here is a store, destroyed by fire, that was rebuilt with improved display areas. 


- 8 - broad aisles that control traffic flow, featuring power tools and housewares. 
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If hardware dealers could remodel or relocate 
their stores there are many changes they would 
make to improve sale and profit opportunities. 

Such an opportunity for improvement came to 
Cy Young Hardware, in Kansas City. A fire that 
destroyed the store building and an $80,000 in- 
ventory made that opportunity. The owners 
cashed in on the opportunity to improve the traffic 
flow pattern and to use more of the sales room 
area for displays. 

Here are some features of the new store: 

Power tools are featured in this window display area 

Selling area, 6000 sq ft. with raised platform for store demonstrations. 


Storage area adjoining selling floor, 4000 sq ft. 


Display room air conditioned. 
Long aisles flow trattic past housewares displays to hard- 
Aisles wide. ware departments farther back in store. 


Wall area, 100 lineal feet of perforated panel 
board. 


A change in the merchandise storage set up 
arrangement makes more space on the sales floor 
of the new store available for displays. 

Fixtures in the old store had space for over- 
stock. Fixtures in the new store are for displays 
only. Overstock is carried in the adjoining stor- 
age room. The management feels any added 
expense of moving merchandise into and out of 
the storage room, rather than direct to the sales 
floor, is offset by the advantage of more display 
area, 

A change was also made in the store entrances. 

The old store had two double-door entrances. 
One was for sidewalk traffic. The other was for 
parking lot traffic. 

The new store has one double-door entrance. 
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If you could rebuild your store what changes would yeu make? 
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How a hardware store can emphasize power tools and housewares, and flow trattic to the back corners is shown in this 
floor plan of the new Cy Young Hardware store in Kansas City. 


This entrance is at a front corner of the store, time traffic. Complete assortments are offered to 
serving both sidewalk and parking lot traffic. The attract women who otherwise might go into the 
entrance has wrought iron railings on the street central business district of Kansas City for 
side, also wrought iron railings on the store side housewares. About 95 percent of the 8 a. m. to 
to guide inbound traffic into the store and out- 5 p. m. traffic is women, and many sales to women 
bound traffic past the check-out counter. run into a number of dollars since selections are 
The new store is laid out to emphasize house- broad. 
wares and power tools. Housewares displays are immediately inside 
The emphasis on housewares is to build day- the entrance. Traffic has to go down one of the 
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three aisles, past 32 lineal feet of display fix- 
tures to reach the hardware departments. 

The emphasis on power tools is to go after the 
big ticket items. 

Power tools have their special display area. 
This is in a display window, against a back wall 
of the store. The area is 20 by 30 ft. The rear 
wall is of perforated panel board to display at- 
tachments. This area has a platform, 10 by 20 ft., 
8 in. off the floor for demonstrations. Power tools 
can be put on the platform, and there is a micro- 
phone for reaching the audience. 

Open wall areas are covered with perforated 
panel board. The store has some 100 ft of this 
kind of display area. 

The arrangement of departments follows the 
usual hardware store pattern to keep related mer- 
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chandise nearby. The lawn and garden depart- 
ment, however, is given front-of-store position. 
Management tried several locations in the store, 
and found the present location produces the most 
sales. The department has a 16-ft wall section, 
also an 8-ft gondola. Lawn and garden lines also 
have outdoor display space in the 30 by 50 ft 
patio for seasonal displays. 

The customer parking lot has space for 500 
automobiles. The display patio adjoins the lot, by 
the street, near the store entrance. 

Management of the store includes Cy Young, 
founder, his sons Harry, Richard and Charles, 
and a son-in-law, Gus Oxlin. 

Cy Young Hardware is a member of Red Circle 
Associate Stores, of Richards & Conover Hard- 
ware Co., Kansas City wholesaler. © End 


Part of the management team, sons of the founder, left to right, Charles, Harry, and Richard Young. 
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Exterior of store. Section aft right with lettering was added /ast fall. 


When your market dwindles .. 


You gotta go after sales 


display and hit promotions all the harder and sales went uv 20 percent 


When employment declines and sales slump 
some dealers trim overhead. Others increase sales 
volume. 

Instead of saying, “Let’s cut overhead,” Mr. 
and Mrs. Meyer Aronin, owners of Charleston 
Hardware in Bremerton, Wash., enlarged their 
store for better display of more merchandise. At 
the same time the store increased promotions. 
This is the way the Aronins faced up to the 
problems of unemployment and declining sales 
in their trade territory. 

The combination of an enlarged store and more 
promotions increased sales by 20 percent. 

Three plumbing displays with complete bath- 
room sets were installed on the floor. Mr. Aronin 
says, “To our surprise people came in telling us 
they did not know that we carried plumbing. 
Contractors started to buy from us because they 
saw things they did not know we stocked. 


That was the way a hardware dealer built volume when employment dropped off 


in his territory. This dealer enlarged his store for better merchandise 





“Customers can see everything. They can move 
around and pick up many more items on impulse.” 

Tools and paint are displayed along the rear 
wall, with a row of islands at right angles to the 
wall displays to feature portable power tools, 
electric supplies and plumbing supplies. 

Power mowers, heavy-duty power tools, fire- 
place screens and plumbing fixtures are featured 
in front of the electrical supplies. 

Electrical appliances and lighting fixtures are 
displayed close to the front of the store to attract 
customers as they enter. But customers are far 
enough from the entrance so that salesmen can 
get uninterrupted attention for a good sales talk. 

The firm originally planned a second entrance 
when the store was being enlarged, but finally 
decided against it. The main reason the second 
entrance was not built was that this would re- 
quire a second check-out unit. An additional 
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Mr. and Mrs. Meyer Aronin in the 


store s check-out unit. 





employee might be needed to take care of that 
unit. 

New portions of the store have wide aisles for 
easy traffic flow. Displays are low so customers 
can see over them. This helps traffic to flow into 
all parts of the sales area. 

The enlarged store is operated by the same 
number of employees as before the changes. 

Mr. Aronin says, “We assume that nearly 
every customer who comes into our store wants 


Note low aisle, dis- 
plays, and departmen- 
tal signs, and newspoa- 
per ad posted on sales 
floor pillar. 


to buy something. When a customer just wants 
to browse, she is not offended when we ask her 
if we can help. In most cases the offer to help 
brings out information the salesman needs to 
take care of the customer’s problem. 

“When a sale is completed, the salesman puts 
the merchandise in a sack. If the purchase is of 
small items, the sales clerk writes the price on the 
bag. 

“It is at this point that we build many impulse 
















You gotta go after sales 


(Continued ) 


sales. When the salesman leaves the customer 
she invariably looks around the store and takes 
her time getting up to the check-out. Because 
she no longer has a specific purchase in mind she 
is open to suggestions from displays.” 

Because customers see a wide variety of mer- 
chandise in all parts of the store it has built a 
reputation among customers as “the store that 
has everything.” 

The firm sells the basic items customers want 
in each department plus hard-to-get items other 
hardware stores may not carry. 


Specific salespeople are assigned to watch 
stocks in each department. 

The minimum stock for any item is three. 
Whenever an employee sees that stock for a 
specific item in one of his sections is down to that 
point, he is required to write it in the want book 
for that department. 

A larger minimum number is set for faster- 
selling items. 


In addition to the departmental want books 
the owners keep a master book at the check-out 


unit. Entries from departmental books are dupli- 
cated in the master book. The master book is 
checked when orders are being placed. 

Mr. Aronin orders merchandise for the men’s 
side of the store. Mrs. Aronin orders stock for 
the women’s side. 

Employees at Charleston Hardware include two 
men in the storage section. One man maintains 
stock. His chief responsibility is to keep large 
items displayed on the sales floor. 

Mr. Aronin says, “We are not letting our 
stocks go down, nor will we stop advertising. We 
are going after business. 

“We run a promotion house, and use full page 
newspaper ads once a week with bargains of all 
kinds just as drug stores and Sears do. This 
advertising brings in customers for us. It keeps 
them returning to our store.” 

One Thursday the firm advertised two lines of 
power mowers as specials as part of a six column 
ad. The following week another six-column ad 
featured a wider variety of specials with two 
models from one line of powers as specials. More 
recent ads have been full-page units. © End 


* 


How major electrical appliances are featured. Ceiling displays an extensive 


range of ceiling light fixtures. 
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Unmatched power—new 
Model 149DL deluxe 4” drill 
most powerful in its class. Dis- 
tinctive triple-tone finish—gleam- 
ing copper plated gear case, black 
trim and trigger, polished alu- 
minum housing. Has geared, key- 
type chuck and 3-conductor cord 
with adapter. 








Model 149DL drill and 9 high-speed Model 149DL drill and rubber backing pad, adapter, pol- Model 149DL drill and jigsaw attachment 

drill bits in distinctive gift package. ishing bonnet, sanding discs, plus 9 high-speed drill bits. attractively packaged to give or receive. 

Recommended list price: $32.45* Recommended list price: $34.45* Recommended list price: $49.90* 
YOUR PROFIT: $9.73 YOUR PROFIT: $10.33 YOUR PROFIT: $14.97 


Three new gift kits by Remington featuring the fabulous 149DL deluxe '/4"drill 


They're gift packed and ready to sell—three new kits —_—_ exciting new kits. These are the kits your customers 






by Remington built around today’s most advanced will be proudest to give—happiest to receive. Act now 
¥,"’ electric drill. No other 4" drill matches Reming- —_ to make this Christmas your biggest season ever for 
ton’s new Model 149DL for performance and styling. —_ full margin power tool profits with Remington. For 
Make this a solid selling advantage for you by plan- __ details call your wholesaler or for names of whole- 





ning your Christmas gift promotions around these __ salers in your area mail the coupon below. 






















4 

| REMINGTON ARMS COMPANY, INC. HA-8 
| Bridgeport 2, Connecticut 
| __] Please send details about Remington’s 1958 Christmas Promotion. 
| [J Please send names of my nearest Remington electric-tool wholesalers. 

REMINGTON ARMS COMPANY, INC., Bridgeport 2, Conn. Renate 

IN CANADA: 36 Queen Elizabeth Bivd., Toronto, Ont. | 

| Store 

*Specifications and recommended list 

prices subject to change without notice. Address 

Prices slightly higher in Canada. | a 
: City Zone BEOGR 2 es. 
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W here does a small industrial supply distributor fit into today’s 





sharply competitive market? How can a small distributor grow? 


A bustling Pennsylvania mill supplier points out that... . 


Key to industrial sales success: 


Fast service, minimum detail 


There’s plenty of room in today’s industrial 
suppliers’ market for the small to medium sized 
supplier, providing that supplier is on top of his 
market. 

In an era that seems to be keyed to big busi- 


Ralph Quillman 
president 








Quillman Hardware's new home is trim, functional, expandable. 


ness, Quillman Hardware and Supply Co. has 
staked its future on its ability to service ac- 
counts speedily while keeping operating costs 
trimmed of waste. 

This Norristown (Pa.) industrial supply dis- 
tributor is in the under-$1 million gross sales 
bracket per year, with a working staff of 13 
people. 

Quillman Hardware has grown from cramped 
quarters in downtown Norristown to a recently- 
built 9300 sq ft building on the outskirts of that 
city. The firm was organized 22 years ago. 

Quillman Hardware now has more than 300 
accounts, with steady, guided expansion planned 
at the new location. Accounts include smallest 
sub-contractors as well as industrial giants of 
the Delaware River Valley. 

How to make money in competition with larger 
supply houses covering the same area? 
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“Fast service and cut-to-the-bone detail work,” 
is the answer president Ralph Quillman gives. 

“We serve hundreds of mill accounts of every 
size and type within a 25 mile radius, on a 24 
hour delivery basis. We aren’t bogged down with 
expensive and complex inventory control and 
bookkeeping. 

“We have a modern office, equipment, and 
plant,” Mr. Quillman continued. “One National 
Cash Register machine handles all our billing. 


Service and will cal! counter has pull-out stock bins. 








Slide out bins make count- 
ing, sorting tast. 


We entrust inventory control to a veteran stock 
man who knows what he’s doing. 

“Our simple operating procedures work com- 
petently, speedily, and cheaply for us. A larger 
company would be saddled with much more red 
tape and expense. There are quite a few advan- 
tages to being a smaller firm, but that doesn’t 
mean we don’t plan to grow,” Mr. Quillman said. 

“We hope to keep growing as we have in the 
past, on a planned, orderly basis within the scope 





Key to industrial sales success 
(Continued ) 


of our present operating setup,” Mr. Quillman 
concluded. 

The Quillman Hardware plant is ideal for 
present needs. And there’s elbow room to grow. 

In the company’s old building, occupied 
through 1957, shelf-sized parts and packages of 
mill supplies were stored on motley wood and 
metal shelves and cabinets. It was impossible to 
locate stocks systematically. Large and odd 
shaped items presented real problems in storage. 
There was no flexibility. 

In the old building, willcall and delivery cus- 
tomers were delayed. Stock control was a prob- 
lem. All handling took added time and cost more 
than it should. 

Various problems were solved when the new 
building was occupied. Quillman Hardware 
selected adjustable steel shelving, custom steel 
bins for rods, etc., and slide-out compartments 
for bulk fittings and fasteners. Most of the steel 
storage facilities were built by Penco Metal 
Products Div., Alan Wood Steel Co. 

In all, more than 150 steel shelving units pro- 
vide in excess of 6000 sq ft of shelf space. Many 
bulk items are stocked in shipping containers or 





on the warehouse floor. 





Additional storage 
shelves and drawer space are built under the 32 
ft willeall and service counter inside the main 
entrance. 

Shelves for parts storage are made up of 7 ft 
3 in. high, 36 in. wide interchangeable units. 
They’re bolted together, back to back, in 10 rows. 
Shelves can be adjusted on 1 in. centers so that 
there is no waste space above stored items. 

Stock of every size and shape can be shifted 
and grouped easily, without moving or replacing 
entire storage units. Large quantities of heavy 
tools, fluids, and fasteners are stored on each 
shelf without special reinforcement. This high 
load capacity means more storage per square 
foot, and that’s time and money saved in any 
warehouse. 

All industrial cutting tools such as drills and 
taps are stored in some 270 small-parts drawers, 
under the counter. Each drawer has three ad- 
justable dividers. Paints and turpentine are also 
kept under the counter. 

Quillman Hardware profits in many ways with 
its modern storage equipment. Stock is placed 
systematically for faster inventory checking and 
better visual inventory control. Willcall and de- 
livery customers are served faster because stocks 
are easier to find and handle. 

Steel shelving has reduced fire risk. This has 
increased insurability and property value. The 
building itself is all masonry, excepting roof 
beams. The building is equipped with sprin- 
klers. © End 


Steel shelving is strong, 
fireproof, fully adjust- 
able. 
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AUTOMATIC CAN OPENER 


DAZEY “COUNTER BOY” _... 
QUICKIY 

A counter control grease-seaied 
center for all lid-lifter and star 
DAZEY products unconditional! 
where wall mount- 

ing is unavailable. No. 102M—Chrome trim, yellow, pink, red, white, turquoise 
Portable, adheres No. 105CM—AIll Chrome finish 

No. 106M—Copper trim, turquoise, pink, yellow 

(Specify color when ordering) 


4 Sm ~ ~ ~ ~ 
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to any non-porous surface. Sure 
grip base. Color white only, with 
chrome trim. 


; 
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_—— si be tully recessed, folds a 
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FITS ALL DAZEY WALL“MOUNTED PRODUCTS 


4 


No. 15—Counter Boy—White UNDER CABINET BRACKETS VERSI-TILE 4.) 


5,o . ? 
permanently 


(Stand Only) ‘ i Tine | MOUNTING \ 
' ~ Finger-Tip Storage bracket fits Se) 
. . aa ; LS 
’ . ; neatly under any cabinet. Can Adheres S 
4 , . 
ke awa ' 


a 
6p) “Qe when not in use. Ideal when smooth surface 


aT 


wall space is not avaiiabDie. screws or specia 


required. 
No. A100 _— 


Under Cabinet Bracket No. 














DAZEY DAZEY ALL PURPOSE 
SUPER SENIOR ECONOMY JIFFY HAND OPENER 
NO. 66, 66M ; NO. 52, S2M NO. 35 


23—Versi-Tile 
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Wali and Table ice Crushers 


America’s most modern line of kitchen helps. 


with the exclusive 
“Space-saver, sure-grip base” 
Vacuum Action for Non-Porous Surface 


~ 
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SPECIAL BONUS OFFER 
ice-box crisper 


Comes packed in useful 
nationally advertised all- 
purpose crisper 


AT NO EXTRA COST! 


eS , ~ 
if | ~ 
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. 
7 


’ 
9” 


For that slim figure and 
the exclusive 


for better health. On 
4” base. So simple to use—so easy to clean 


WALL OR TABLE MODEL 
Use it on the wall; fits standard DAZE’ 
| bracket. Use it on the table; stable 
non-slip base. Crushes ice fine or coarse 
. tor tavorite beverages and chilled 
foods. Stainless steel blades won't rust. 
ow, Pink, or Turquoise body and 
with gleaming chrome or copper 
lid and handle. (Specify color.) 
No. 171—Chrome trim 
No. 172—Copper trim 
(Colors listed above) 
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DAZEY WALL MODEL 
Triple-crushing. Crushes fine, medium, 
and coarse ice, and features new auto- 
matic pop-up lid for easy use. Non-rusting 
stainless steel blades. Dynamic styling 
and bright colors add note of luxury to 
modern kitchens. In new Red, Yellow, 
Pink, or Turquoise with chrome lid and 
handle. 

Ice crushers fit Dazey Counter-Boy. 
No. 161—Chrome Trim 


No. 162—Copper Trim 
(Colors listed above) 


DAZEY ice-Cup-Aid Set 


y DAZEY has 


and store. Comes with three sharp, triple-tinned cones. 
Choice of White, Pink, Yellow enameled finish. 


No. SP 370 (Specify Color) 


DAZEY CRACKIT SET 
Includes nut cracker and hard- 
wood base, attractively gift pack- 
aged. Does perfect job on all soft 
shell nuts. 


No. PK11—Dazite Finish 


SHOWER OF DAZEYS 
Includes White Canaramic can 
opener and Sharpit knife and 
scissors sharpener. Pretty gift 
package. 


No. PK 15CW—Chrome, White 


DAZEY HAND MIXER 
Heavy Duty Mixer, blends, whips, 
or mixes. Chrome and stainless 
steel with adjustable handle for 
right or left hand. 

No. 810 CR—Chrome (Choice of 
Red, Yellow, Green, or Black) 


THE DAZEY CORPORATION, ST. LOUIS, 7, MO. 


Popular new Iceramic combined with 
smart ice bucket makes beautiful gift 
pack. Pink with Colonia! copper trim. 
No. 173—Copper Trim (Also available 
in Yellow or Turquoise) 


DAZEY PENCILSHARPENER 


Long-life rotary cutters, metal 
body with colorful red styrene 
shaving receptacle. Fits any 
DAZEY bracket. 


No. 920—Point-Zit (Choice of 
Red, Black, or Yellow) 





UALITY 
SELLS 


In every field, quality products are the leaders. 
That’s why Rubbermaid is America’s 
biggest seller in rubber, wire 
and plastic housewares . . . 
your one-source, complete 
top-quality line. 


Kikbbermeaide 
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Wallpaper sells in attractive surroundings 


REALISTIC ? | 
LOR 
just flew in ! 









lee ied 
> a 
ste 

















have everything your 


customers want... } 
QUALITY ... victor Decoys have that 


quality look that tells your customers at a 
glance that here is the finest made. True-to- § 
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tan Ramer Magers oN ie Racer Neat, attractive surroundings in the wallpaper department have increased sales 
more combine to make Victor Decoys the of wallpaper at Belmont Hardware, Springfield, Mass. Customers are at- 


finest you can offer to your customers. 


tracted to wallpaper samples mounted on pertorated paneling at rear of store. 
NEW DESIGNS... victor Decoys Paint color chios are displayed nearby to tie-in paint sales with wallpaper. 
now offer you a new, more true-to-life look. j 
Decoys are wider across the back, sit lower Belmont Hardware is operated by Art Weissbach and H. E. Kennedy. 





in the water, giving a more lifelike appecr- 
ance to high-flying game. Adjustable, all- 
position heads on many models and | 
authentic, non-glare finish afford even | 
greater realism. 


COMPLETE LINE -». When yow sel! 


the Victor Decoy line, you sell the most 

lete li in th id. Victor D ° °2 aer .. . ‘ ~ 7 
cota r= gle oop ly en se Mobile Display for Showing Steel Goods 
vinyl! plastic, and wood; in the widest range 
of species; and in a range of prices to suit 


| the needs and pocketbook of every customer. 





sl 








No. D-3 
Victor 
Magnum 





Built of light, tough molded fiber; finished in natural colors. 
Glass eyes. Mallard has head and wings painted with iri- 
descent paint for added realism and attraction. 9 species. 







Victor 
Majestic 
Standard 






Life-size, Tenite plastic decoy; internally balanced. 
W ater-proofed and finished in realistic colors. Adjustable, 
all-position head with molded eyes. Seven species. 


—- 






No. D-16 
Victor 
Real Tuff < 
Oversize iS 
av 
A new, lifelike, durable decoy molded from tough vinyl 
plastic which resists damage from dropping or crushing. 
New valve regulates internal air pressure. Five species. 


Your wholesaler has the new, 1958 full-color A mobile display can be effective for steel goods in all seasons of the year 
pine Pay ascent as een so that the unit may be placed to advantage at any time. At the B. Urich Co. 
ANIMAL TRAP COMPANY OF America | '” Milwaukee, an 8-ft display rack tor these items is mounted on casters. 
alitne: Sie: & teemeeeeie, Men. | Uprights and cross piece are constructed of 2x4-in. lumber with wooden 


Niagara Falls, Canada dowels for resting handles so the tools will not slip. 
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Customers like the high pickup of today’s 
brushes with TYNEX’ tapered bristles 





Well-made brushes with tipped and “flagged” TYNEX tapered nylon bristles of vary- 
ing lengths pick up lots of paint. Customers save time because they get more 
coverage per dip. And flow is smooth and even on any painting surface. 
Remember that good brushes bristled with improved TyNEX nylon 

bristles can be used with any finish, from floor varnish to gloss 

enamel. They can be cleaned easily, dry fast, are quickly 

ready for the next job. 

Good reasons why more and more customers 

are asking for quality brushes with TYNEX 3 

tapered bristles. Good reasons, too, a. 

why it will pay you to stock the AC XS 

~~ ste ; > ‘ 7 ~ . : 

complete line... today! . >» 


4 
TYNEX is the registered trademark for SS x. 
Du Pont nylon bristles ~ 
REG. y. 5. Paty. OFF i 


BETTER THINGS FOR BETTER LIVING 
« « THROUGH CHEMISTRY 
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You make more because you sell more 


( 
“ LINE-O-HEAT 


~~ & 





LINE-O-HEAT 


Line-O-Heat is tough, rugged, depend- 
able . . . cam take a beating and keep 
on heating! Easy to install and, prop- 
erly used, will keep pipes, pumps, etc., 
from freezing in coldest weather. Inex- 
pensive to buy and can be operated for 
as little as a penny a day. Ten lengths 
from 4 to 80’ for use on 120-volt service 
retail from $2.40. Also, longer lengths 


are available for use on 240 volts. 


THERMOSTAT FOR USE 
WITH LINE-O-HEAT 


ADJUSTAT — Adjust- 
able thermostat which 
makes use of Line-O- 
Heat automatic, fre- 
duces operating cost. 
Retail price, $6.95. 


The SMITH-GATES eet 


Automatic 





Pe 
3) 


th 
™. 


Largest-Selling Heating Tape in the World 











LINE-O-HEAT 


And now Smith-Gates has combined the 
best heating tape with a sentitive, snap- 
action, built-in thermostat which allows 
electricity to be used only when needed. 
Thermostat is factory set to automati- 
cally prevent freezing. U/L and C.S.A. 
approved switch prevents radio-TV inter- 
ference. Both Lime-O-Heat and the ther- 
mostat are ruggedly constructed to give 
peak performance for years. Ten lengths 
from 4’ to 80’ for use on 120-volt service 
retail from $6.90. 


INSULATION KIT TO KEEP 
HEAT ON THE PIPE 


ie . INSULATION KIT— 
ss Keeps Line-O-Heat op- 
erating cost low by. 
reducing heat loss. 
Enough for 20’ of 1," 
pipe, $1.00. 





* POE SE Conn. 





Book 


for a dealer's library 

















sbtase eet! 


=i etenres 


a new Do-It-Yourself Product... 


G. F. WRIGHT STEEL & WIRE COMPANY 


WORCESTER 3, MASSACHUSETTS 


aA 


INDUSTRIAL WIRE CLOTH « STANDARD HARDWARE CLOTH « HEXAGONAL NETTING 
WIRE STRAND © WOVEN WIRE LATH 


raNVA 


WELDED FABRIC ¢ SCREEN CLOTH 








How to Build 20 Boats, newest 
edition of a 20-year annual, will 
help train your salesmen in the use 
of tools and marine paint and hard- 
ware. In addition, it is a resale 
item of considerable interest to do- 
it-yourselfers. Marine engineers 
and national boat experts supplied 
the blueprints that accompany easy- 
to-read text. Text covers every 
stage of boat building. From a 
narrow-bottom rowboat to a luxury 
cruiser, there are simple and com- 
plex challenges for every crafts- 
man. Arco Publishing Co., 480 
Lexington Ave., New York City 17. 
Price: $2. 


Vv 


Handbook of Cast Bullets as a 
resale item will bring young and 
old sports enthusiasts to your gun 
department. And it abounds with 
product knowledge that will make 
better sporting goods salesmen of 
your staff. Principally a book for 
hunters and sportsmen who reload 
ammunition, there is a_ lengthy 
history of firearms and ammuni- 
tion. A number of reload experts 
contributed such subjects as: How 
to make your own bullets; Accuracy 
from cast bullets; Sizing, lubricat- 
ing and care of moulds. Book is 
heavily illustrated with pictures 
and charts to appeal to new gun 
hobbyists as well as the sportsman 
who has been reloading and casting 
his own ammunition for years. 
Lyman Gun Sight Corp., Middle- 
field, Conn. Pages: 230. Price: $2. 


v 


The Blue Book of Gun Dealing, 
2nd edition, is must reading for 
any dealer who trades guns or rifle 
scopes, or is interested in gun re- 
pairs. New edition is 50 percent 
bigger than previous issue. It lists 
retail prices and trade-in prices, 
based on condition, of virtually 
every American and foreign gun 
now being produced. More than 

(Continued on page 47) 
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Now’s the time to sell HAP 








CAULKING - GLAZING-SEALING PRODUCTS 


Don’t wait! Ask your DAP wholesaler to 
give you a quick picture of how the big DAP 
program can boost profits for you. Take ten 
minutes to see and judge the sales you'll get 
from DAP national ads seen month after 
month by 40 million readers of the best con- 
sumer magazines.* Check the bright new 


packages—special display banners, folders 
and other store merchandising aids—full line 
of fine quality products that answers every 
home need. DAP is the name to remember 
in caulking, glazing and sealing products. 
Call your wholesaler or write us for his 
name and address. 


my Advertised the year round in The Saturday Evening Post, 
Popular Mechanics, Household, Sunset, Progressive Farmer, 
Family Handyman and other magazines. 
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Factories in: Dayton, Ohio « Alexandria, Virginia 
Dallas, Texas * Richmond, California * Xenia, Ohio * Melrose, Massachusetts 


DAP KWIK-SEAL® 


Wonderful satin-white sealer in handy 
tubes with dispenser nozzle—for quick 
sealing jobs around tubs, sinks, tiles, 
lavatories, and countless other uses. 
Waterproof, fast-drying, permanent. 
Shipped to you in smart display 
cartons that make extra 
sales for you at good traffic 
points in your store. 

See Kwik-Seal and all 
DAP products in colorful 
new catalog, 














¢ Chicago, Illinois * Decatur, Georgia 














Order Your 
Winter Tools 

















NOW! 


60 Wanted Tools 
*69.40 PROFIT 


iH ee 
(ea 
| 





Sales Rack N/C __. 








Drop shipped, freight paid, direct 
from factory to you. Billed through 
your regular hardware wholesaler. 
No limit on number of deals, but 
get your order in now. 


ALL TRU BLU quality tools from 
Wood's regular lire! Selected 
from Wood's best sellers for fast 
turnover. Stock balanced in the 
proportions it will sell for you. 


New floor merchandiser works for 
you. Holds 16 assorted Winter 
tools. Rack can be moved to spot 
locations for best display. 


Tear out this page and clip it to 
your order or letterhead. Tell us 
how many deals you want, and 
name of hardware jobber you 
want us to bill through. Now’s the 
time. 


1. Order direct from factory. 
2. Shipped direct, Freight paid. 


3. Billed through your hardware 
wholesaler. 


is BY WOOP 











TWOLS 





: ; Wi VEX 
' WOOD S 








HERE’S WOOD’S WINTER TOOLS 
DROP-SHIPPED FACTORY DEAL 








Retail 
Qty Description Each Total 
12 AA418WS ALUMINUM shovel, 
sk ww wee we $3.98  $ 47.76 
6 AA418 ALUMINUM shovel, al. hdl......... 4.88 29.28 
6 AASP 20” ALUMINUM pusher............ 3.90 23.40 
3 AASP24 24” ALUMINUM pusher......... 4.80 14.40 
6 en ee Sk ek bt ee ee een 2.80 16.80 
3 ig eee 3.20 9.60 
6 Ee eer 1.80 10.80 
12 $SS18 Steel shovel, wood hdl............ 2.98 35.76 
6 LESS 1 Steel shovel, long hdl............. 2.80 16.80 
1 Winter tools display rack............... N/C 
Total Retail $204.60 
You Pay 135.20 
You Make 
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$ 69.40 


Bie RES eS | 





Impulse Sale Floor Rack holds 16 tools 




































Booke 










for a dealer's library 





(Continued ) 


900 guns are covered. Rifle scopes 
are covered in the same manner. 
Articles also cover ammunition 
price lists, scope mounting, how to 
make a used gun saleable, and, in 

. general, how to make a profit in 
gun dealing. Sales and services are 
amply covered. Pages, 64. Price, 
to dealer $1.50: for resale, $2. 
Available from Williams Gun Sight 
Co., Davison, Mich. 


Vv 


Locks and Keys Throughout the 
Ages is a reference book that will 
fascinate dealers who enjoy selling 
and working with locks. A stand- 
ard reference book throughout Eu- 
rope, in its original version a lim- 
ited supply of English-translated 
copies is available on a first come, 
first served basis. Evolution of 
locks and keys from dawning of 


mankind through today’s safes and NE we CLiK- SELLS 


vaults is sketched through word 
and picture. Rare and antique lock PROTO ITSELF 


hardware is reproduced in illustra- | 
tions. The English edition is ADJUSTABLE WRENCHES 
printed on enamel paper, with fab- PAT. PEND. 
ric-finished hardbound cover. Pages, 
195. Illustrations, 325. Price, $12.50. 
Available from Locksmith Ledger, 
505 Marlboro Road, Wood-Ridge, 
m. & 


Locking feature 
at 


no extra cost 





iis..] 
ee | 


% 
ee 
Rag 





Colorful, compact Display Rack— No. 700LR — allows easy 
| selection of five Clik-Stop sizes: 4”, 6”, 8”, 10”, 12”. No 
| price premium for Clik-Stops. Order for your trade, now. 














TOOL 32°cuk'stors 
T0012 22°cux'stors 


TOOLS se‘cun'stors 


HARDWARE HUMOR 








Order today 
a eae from your 
MIXER Proto Wholesaler! 














eeeeeeeeeeeeeeeeeeeeeeeeeeeee | 


Gleecle 2209 Santa Fe Ave., Los Angeles 54, Calif. | PROTO ac o LS 


| PROTO means scmebsrommowsaane.t esis 
583 Allen St., Jamestown, N.Y. | > Re 


DIVISION OF 


apne # 
%. 









"Must be an off-brand”’ 
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Don’t Wait...Stock ItNow! | See-through shelves add space above island units 
the sensational new 


Victor 


Conibear 
tra 












































Auxiliary shelf gives further display area by use of cup hooks to hang kitchen 


: utensils 











a a ———f Here’s an idea to give you extra shelving on an island unit. 
= cf > . N S) nae » . > ~ 
et = . These auxiliary shelving units are used at the Prange Geussenhainer 
ist 7 oe Co., an Ace store in Sheboygan, Wis., on three islands. 
a ‘ 
- — as The shelving, made of 2x12-in. pine, is supported by four 1-in. pipe up- 
Pe <_< . 7. i . . : . r . 
LP rights fastened to auxiliary shelf and into top shelf of island. Top shelf 
¥ is placed high enough to let customers look through to displays in other 
New No. 110 Victor Conibeor Trap for Muskrat, 
Mink, Opossum, Skunk, Weasel, Barn Rat, Wharf parts of the store. 


Rat, Squirrel, Civet Cat, and similor size animals. . . . : A ae 
Use of light-weight lumber makes it unnecessary to require additional 
; r braces. 
Trappers everywhere are cente ” 
talking about this new, 









revolutionary trap, the \ 
Victor Conibear...and | 
they're waiting for you to ap | 
display it. BB ayaa 
The Victor Conibear is f 


the world’s first and only 
practical humane killer 
trap. It’s a body-gripping 
trap that kills animals in- 
stantly—prevents wring- ; 

off, eliminates furlossand Runway set 
damage to pelts. The new , 
Victor Conibear allows 
the widest range of suc- 
cessful sets: in holes, run- 
ways, cubbies, on rafters 
and poles; it works equal- 
ly well on the ground, 
suspended, submerged in 
water, under ice or covered 
with snow. 





= . 











Order the new Victor 
Conibear trap from your 
wholesaler now to assure 
prompt delivery! 





Water set 








AND REMEMBER .. . for the most complete 
line, the most profitable line of leg-hold 
traps, it's always Victor. Order them from 
your wholesaler. 





This brick and concrete pen is built against a wall at the Baldwin-Taylor 

ANIMAL TRAP COMPANY OF america | Hardware Co. in New Orleans, to hold building sand. /t attracts customers 

Lititz, Pa. * Pascagoula, Miss. who want small quantities of the sand. The bin is near the firm's display of 
Niagara Falls, Ontario cement in bags. Sand customers also buy cement and mason fools. 
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Mastermix Paint & Lacquer Corporation credits 


ALCOA PROGRAM FOR RECORD ALUMINUM PAINT SALES 


Dr. Stern’s experience is a common one today among alu- 
minum paint manufacturers who use ALCcoA® Aluminum 
Pigment and tie in with the ALCOA labeling program. 

This famous label spearheads an advertising-merchandising 
program unmatched in the industry. Back of this stands 
ALCOA’s renowned research and technical staff who cooperate 
with alert organizations such as Mastermix Laboratories to 
help them produce the finest aluminum paints on the market. 

Progressive dealers find that it makes good business sense 
to stock high-quality aluminum paints that carry the ALCOA 
label. Millions of advertising dollars have made it one of 
today’s best-known merchandising symbols. 

Be sure that this label is shown prominently on your shelves. 
It means recognition that leads to first sales—and quality in 
aluminum that builds repeat sales. 

ALCOA does not make paint, but ALCoA Pigments are used 
in more aluminum paints than any other brand. Special 
formulas have been developed by paint manufacturers like 
Mastermix to solve individual problems. Paints made to 
these formulas actually cost less, last longer, give utmost 
protection against heat, cold, sun, rain, smoke and fumes. 
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Write today for our two free booklets, Painting With 
Aluminum and Aluminum Asphalt Roof Coatings Make Time 
Stand Still. They contain valuable information to help you 
sell. Use the coupon. 

Look for this label when you buy aluminum paint 


PGMENTES wire 
oie A “ALCOA THEATRE” 
Le) Exciting Adventure ALCOA 


Bs) ALTERNATE MONDAY EVENINGS : arcs 0 


Aluminum Company of America, Paint Service Bureau 
1735-H Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send your free booklets: 

["] Painting With Aluminum 

[_] Aluminum Asphalt Roof Coatings Make Time Stand Still 
Name 

Company 

Address 


“Duce kppiieioeye sdgpammumtaan ss cate Re 


State _ 


_ 
< 











Whether a customer has a simple or 
serious clamping job, sell him B&C. He 
is sure to obtain better results and 
you'll have a happier customer. The 
B&C wide selection of "C" clamps, high 
quality and budget price means extra, 
fost profits—more satisfied customers. 
B&C is the profit line to stock and fea- 
ture! 


CARRIAGE CLAMPS 


#140 SERIES 





SUGGESTED RETAIL 


a” scxcdpaaweeen ee -Geacesosss $1.62 
” ineebeceneene EE Weaweducgs 2.26 
2 : SE sep encoees 2.50 
_ . ah ie OPO OTT Ee 3.74 





* Nickel Plated 


DEEP THROAT CLAMPS 


#250 SERIES 





SUGGESTED RETAIL 


ie F ys soe oe PE . hia'Gauh Gn 
E vineavisesece 1 eee 


BOTH STYLES FEATURE 


Balanced Vise Type Handles 
Standard V Threads—Acme Stub 
Threads on larger sizes 

Rocking Swivel Pads 

Seats Ground Square 

Natural Finish 

Protective Oil Coating 


Compare B&C 


See Your Jobber 
or Write 


tHE BRINK & COTTON mrs. co. 


33 POLAND STREET + BRIDGEPORT, CONN. 





For Price and Profit 






Convention Calendar 








conventions shows conferences 








Convention Check List 








For complete details about the conventions and shows listed below, see Tt! 
alphabetical listing starting on p. 96, Aug. 14 issue. The next 


complete listing will be in the Sept. II issue. 
1958 —National Wholesale Hardware i P 
Assn. National Convention, At- 
September lantic City 
hid »st or Mouse- 
rm rare: Show, Chicago —=«21-23 Hardware Wholesalers, Inc. Ar: 
8-9 Walter H. Allen Co., Inc., An- — smog mitee se stockholders 
nual Stockhe!ders’ Meeting & Meeting, Fort Wayne, Ind. 
Merchandise Show. Dollas 21-23 M. S. Young & Co., Fall Mar- 
8-9 North Dakota Retail Hardware ket, Allentown, Pa. 
Assn. Convention, Mandan 29-30 National Assn. of Domestic & 
N. D. Farm Pump Mfrs. Meeting 
22 Franklin Hardware & Supply Chicago 
Co. Annual Convention & Stock- 30-Nov. | Montana Hardware & !m- 
holders’ Meeting, Philadelphia nlemant Asen. Convention. Bill. 
28-Oct. | Nationa! Builders’ Hardware nas. Mont. 
Convention, Chicago 
28-Oct. 3 Independent Hardware Ex- a 
hibit, New York 
29-Oct. 3 National Hardware Show, 10-21 Cotter & Co. Sprina G ; 
New York ture Order Show, Chicagce 
18-20 Retail Paint & Walipaper Dis 
October tributors of America Convention 
5-8 American Hardware Mfrs. Assn. & Trade Show, Cleveland 


For complete details about conventions and shows listed above, see the Aug. 14 
issue of Hardware Age 
























// MECHANICS TOOL CHESTS 
/ UTILITY CHESTS 
/ FISHING TACKLE BOXES - 





/ CASH & SECURITY BOXES | — 


,/ PERSONAL FILE CHESTS RY 
// UTILITY CABINETS 4, 







/ SPECIAL CHESTS & BOXES 









It's a fact! . . UNION is headquarters 
for the most complete line of all-steef 
chests available today . .. in sizes and 
styles priced to meet all customer re- 
quirements. So why not call UNION 
once and for all! 


JOBBERS 
DEALERS 




















WRITE for complete catalog 
and prices covering Tool 
Chests and Tackle Boxes. 


6S UNION STEEL CHEST CORP. 


i LN X - 
L CHESTS > ‘2 ee ae eee, ee, eee en a 











oo 
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Exclusive off-center cover handle on this 
Cream City refuse can prevents jam- 
ming or sticking. A real sales feature! 





CREAM CITY WARE 


...complete line, priced to sell! 


Cream City ware is a top seller across the country. Customers recognize the name; appreciate 
the modern design, sturdy construction, long life under hard use. And Cream City is now 
produced by J&L, a major integrated steel company, with complete quality control from 
ore to finished ware. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 





Lebanon, Indiana 


STEEL 
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OPULA 





CHANICS 


—~ MECHANIXx 
ILLUSTRATED 


Maus 


POPU LAR 
ME 











SCIEN BE 







LOOK WHO’S GOING 


Beginning October 6 with a tremendous nationwide 


(WORLD SERIES WEEK) 


For your ’58 Fall and Christmas selling, Mickey Mantle, slugging 
Yankee hitter, switches his bat for Weller Power Tools... in the 
hardest-hitting array of consumer ads and point-of-sale merchan- 
dising in Weller history. A 44,568,500 audience . . . more than 63 
times the capacity of all the major league ball parks in the U.S.A. 
will be pre-sold for you. 


Dealer coverage where it counts 


Full page LIFE ads in World Series and pre-Christmas issues. 
8 full color cover ads in all leading homecrafter magazines. 
Dealer newspaper mats and counter literature for sales tie-in. 


Local Sunday ads in 91 newspapers on the “opening day”’ of 
Christmas selling . . . 3 times more than last year. 


Powerfully combined national impact and local penetration. 


wSPAPER 
SUNDAY NEW 
IN Q] > suppLEMENTS 









Get ready to cash in! Stock-up with 


SOLDERING GUN VALUE 


instant heat; twin spotlights; 
over 100 watts; guaranteed. 


ee $95 


8100 





— HEAVY-DUTY GUN 
LD 250 wom, $1295 


| instant heat. MODEL 8250A 


COMPLETE 
SOLDERING SET 


250 watt Gun; solder; 
special tips and wrench; 
metal case. 


ey aR «$1495 


| -- WELLER ELECTRIC CORPORATION 











TO BAT FOR YOU ON 


TOOL SALES 


Wien Mascttt 


Fall-thru-Christmas Campaign 








= 


ye, lus this Mickey Mantle 


Counter Display free 





to participating dealers 


ELECTRIC POWER 
SANDING KIT 


8 


in handy metal case 







POWER SANDER 
greater sanding  sur- MODEL 700 


face; goes into corners; $] 69: 5 


guaranteed. 










SABRE SAW 


strain relief design 

. 4 eliminates blade 
~~. breakage; pol- Seanad 
™~ ished aluminum 
$192: 


housing; gvar- 


601 Stone’s Crossing Road, Easton, Penna. anteed. 













WHAT'S NEW 











(Continued from page 15) 


black finish. Decorative rib-tex- 
tured magazine rack matches at- 
tractive escutcheon plate. Self- 
closing box weighs 3 lb. It is 14 
x7x6 in. Village Blacksmith Div., 


General Metals Corp. 
For more data circle No. 12 on postcard, p. 57 


Heavy-duty rotary mower 


This heavy-duty rotary mower 


from King O’ Lawn, the 18 in. 


» 2 





machine, has staggered wheels and 
a heavy-duty cast aluminum hous- 
ing with a front side chute. A 
modern design shroud fits over the 
23%, hp Briggs & Stratton engine 
and also serves as a gasoline tank 


enclosure. King O’ Lawn, Inc. 
For more data circle No. 13 on postcard, p. 57 


Hinge with locked-in pin 


There will be lots of customer in- 
terest in this improved version of 



























































a hinge with non-removable pin. 
Griffin-Grip hinge has a hardened 
steel ball that locks the pin in posi- 
tion and makes removal impossible 
when the door is closed. This fea- 
ture is important on outward swing 
doors to prevent their removal. The 
steel ball also resets the pin when 
it tends to rise. The hinge butt is 
available at the same price as the 
standard non-removable pin hinges 
that use a set screw for locking. 
Griffin-Grip comes on all ball bear- 
ing butts and all template hinges 4 
in. and longer. Available in all 
standard finishes. Griffin Mfg. Co. 


For more data circle No. 14 on postcard, p. 57 


Locking hammer handle wedge 


Triplelock handle wedge is de- 
signed to give a three way locking 
action that helps prevent loosening 
of hammer and hatchet heads. 
When the wedge is driven into the 
end of the handle one prong turns 
forward and one prong turns back- 



















































sideways 
lock. Butler Stamping Co. 


For more data circle No. 15 on postcard, p. 57 


Novelty electric wall clock 


Choo-Choo is a novelty electric 
wall clock for a child’s room. Dial 
face has farmland scene in color. 
A toy train, moved by sweep sec- 
ond hand, moves around outer edge 
of dial and passes through a tunnel 
between numbers 7 and 8. Clock 
has center hand-set knob and 


ward. Both prongs spread and lock 
to give the three-way 





sturdy white enameled case. Clock 
measures 6% in. in diameter and 
mounts flush with wall. List price 
$5.98. Westclox Div., General Time 
Corp. 


For more data circle No. 16 on postcard, p. 5 


_ 
‘ 


Gold-trim bath ensemble 


Added to Detecto line are a gold- 
trim family-size hamper  (illus- 





trated), 26x3034x117% in., an alu- 
minum waste basket, 1344x1042x6 
in. and a brush holder in aluminum. 
Holder measures 1914%x6x4%4 _ in. 
These are offered in white, black, 
pink, maize. Another new item in 
the line is a tissue holder with easy- 


slide opening. Detecto Scales, Inc. 
For more data circle No. 17 on postcard, p. 57 










Latch for easy installation 


A round-face latch which per- 
forms the same function as the 
Kwikset 400 line latches, eliminates 
need for screws in door edge. It 
eliminates need for mortising and 
chiseling out excess wood for latch 


face. Special bits and jigs are 
offered to bore counter-sunk hole 
required for latch face. Latch is 
simply inserted in edge of door 
and pushed into place. Lock holds 
latch firmly in place, preventing 
any movement during lock’s opera- 





HARDWARE AGE, AUGUST 28, 1958 



























DISCOUNT HOUSE 








Be, 








Sr eee y oT a. y ~s— Lea? 
eee @ S ff wal Ste SD Uj v2 OSS LW lte~ 
a bole. wr yee! 


Yes, Mr. Hardware Dealer, MW LEP on you. Syndicate stores — 


chain stores of every type—Discount Houses—All are after the hardware dollar. 


Upgrade your store now—Upgrading with M & D Challenger Hardware Store Fix- 
tures ALWAYS produces increased sales and increased profits—M & D completely 
flexible fixtures enable you to show more merchandise profitably. 








Contact the nearest distributor of M & D Challenger Store Fixtures... 


in the East in the West 


Walter H. Allen Co., Dallas, Texas Wilson F. Clark & Co., San Diego 
Belknap Hardware & Mfg. Co., Louisville Dunham, Carrigan & Hayden Co., San Francisco 
Bigelow & Dowse Co., Needham Heights, Mass. Jensen-Byrd Co., Spokane 


W. Bingham Co., Cleveland 

Bostwick-Braun Co., Toledo 

Conron, Inc., Danville, Illinois 

Magnolia Seed, Hardware & Implement Co., Dallas 
Malden Supply Co., Malden, Massachusetts 
Masback, Inc., New York City 

Miller Brothers Hardware, Richmond, Indiana 
Shapleigh Hordware Co., St. Lovis 

Standard Wholesale Hardware, Chicago 

Stratton & Terstegge Company, Louisville 

Van Camp Hardware & Iron Co., Indianapolis 
Weed & Co., Buffalo 

Witte Hardware Corp., St. Louis 

Wright & Wilhelmy Co., Omaha 

Warner Hardware Co., Minneapolis — 


Lewers & Cooke, Ltd., Honolulu 

Pacific Southwest Hardware Assoc., Los Angeles 
The Salt Lake Hardware Co., Salt Lake City 
The Thomson-Diggs Co., Sacramento and Fresno 
Union Hardware & Metal Co., Los Angeles 
Zork Hardware Co., Albuquerque and El Paso 






















M & D Store Fixtures, Inc. 
>>>>> MMODERN DES/IGN 








JUST OFF THE PRESS-M & D’s 1958 FIXTURE CATALOG 


available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 81 
6 No. Michigan Ave., Chicago 3 or City of Industry, Calif. 
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WHAT'S NEW 








tion. Kwikset Div... American Hard- 
ware Corp. 


For more data circle No. 18 on postcard, p. 57 


Hammer handle replacements 
Here’s a replacement hammer 
handle service. These all white, se- 
lected straight-grained handles will 
fit most Stanley hammers and will 
not require any _ special fitting 
Eyes of Stanley hammer heads 
have a standard design makine 
special fitting unnecessary. Han- 
dies treated at eye with Stanley 
Evertite process to keep them from 
shrinking loose. Each handle has 
one wooden and two metal wedges. 
Stanley Tools Div. Stanley Works. 


For more data circle No. 19 on postcard, p. 57 


Insulated ice keeper unit 


This is an insulated all-purpose 
container in the Elegante line for 


*~ 


. 





~~ 


rs 





chilled foods, with tarnish-proof 
gold or chrome metallic leaf de- 
corations. Molded of high-impact 
styrene it has double-wall con- 
struction, with sealed air space 


between liner and outer wall to 
provide insulation. It will keep 
ice cubes for 30 hours. Offered in 
white, yellow, pink or turquoise 
with gold decorations or red with 
chrome. Retails at $2.98. Columbus 
Plastic Products. Ine. 


For more data circle No. 20 on postcard, p. 57 


Under-cabinet mounting unit 


The Brac-O-Mat is a bracket for 
mounting wall-type can opener, ice 
crushers, etc., under a cabinet. It 
lists at $4.98 and is finished in 
satin-aluminum enamel with 
chrome trim. Two position bracket 
permits locking can opener in place 
for easy use at comfort-level height 
and where it may be swung out of 
the way when not in use. Channel 
length is 10%. in. It is also offered 





at $7.95 in all chrome or all copper. 
Rival Mfg Co. 


For more data circle No. 21 on postcard, p. 57 


Table-top electric organ 
Designed to encourage young- 

sters to study organ playing is this 

golden pipe organ with 27 black 








and white keys to play more than 
two. full chromatic octaves with 
full-bodied organ tone. This reed 
organ has on-off switch, and comes 
with music book and electric cord. 


The Emenee golden pipe organ 
lists at $20. Emenee Industries, 
Inc. 


For more data circle No. 22 on postcard, p. 57 


4-qt electric sauce pan 
Here’s a four-quart drop-forged, 
electric sauce pan with probe and 





self-basting vented cover. New 
brown plastic trim adds high-style 
to product. Pan is a companion 
unit to Dormeyer skillets. It has 
easy-grip handle, heat-proof phe- 
nolic legs. Made of highly polished 
aluminum, it retails complete for 
$24.95. Dormeyer Corp. 


For more data circle No. 23 on postcard, p. 57 
Adjustable work stand 


Homeworkshop fans, cabinet 
makers and other tool users will 





want the Helping Hand adjustable 
work stand to support awkward, 
long boards or large panels for 
easier cross-cutting or ripping. Ad- 
justable from 28 to 52 in. it will 
turn in any direction. Ten rolling 
ball casters on 20-in. arm allow 

(Continued on page 60) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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PERMIT NO. 3% 





New York. N.Y. 




































































BUSINESS REPLY CARD me 

No postage necessary if mailed in the United States —— 

POSTAGE WILL BE PAID BY —— 

Be sure to write name HARDWARE AGE —_— 

and address on post card. pane a 

: Post Office Box 60 ee 

Please use this P. O. ; —_— 

; Village Station — 

Box Address for Quick NEW YORK 14.N.Y omen 

Check Cards Only as dana 
Postcard valid 8 weeks only. After that meal letterhead fully describing item wanted. 8/28/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 


HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 8/28/58 
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NEW 


HOUSEWARES ITEM 
novel - practical - tested 


xe WAY TO CUT 
BNEW “PIZZA 


e DOUGH 
e RAVIOLI 











PIZZA PIE PROFIT 


Novel, practical, tested and approved by 
Pizza bakers. Thousands of pizzas cut 
easier, faster. Big 2” double sharpened 
stainless steel blade plus safety guard. 
Free wheeling blade on bearing glides 
blade through pizza. Merchandised to 
sell. Handles in 3 colors, red, yellow and 
green. Individually carded on green and 


PI7Z77A CUTTER 


lavender cards. Self-serve display — 4 EXTRA SHARP 
each color on beautiful wire rack with big WHEEL - ROLL ; 
identification card. Order now for Sum- CUTS WEDGES, © = 
mer biz. Good plus profit item. CLEAN, FAST 


Retail Each $ 1.59 
List Per Dozen 19.08 
Dealer Profit Per Dozen 7.63 
Dealer Cost Per Dozen 11.45 


Wire rack free, packed ready for display 
in corrugated container. Send orders to 
Hyde Mfg. Co. with name of wholesaler. 








Best Bem construction, stainless steel wheel, 
indi ground and sharpened, free wheeling 
brass bearing. 

MANUFACTURING CO., SOUTHBRIDGE, MASS., U. 5. A. 





u 





HYDE MFG. CO., SOUTHBRIDGE, MASS., U.S.A. 
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WHAT’S NEW 


(Continued from page 56) 
work to be moved smoothly in all 
directions. It has heavy, cast iron 
base and thick walled steel tubing 
for rigidity. Retails at $12.95. 
Toolkraft Corp. 


For more data circle No. 24 on postcard, p. 57 





Wrought iron mail box post 


Suburban home owners who like 
wrought iron ornamentation will 
want this mail box post. It is of 
extra sturdy 11'%-in. diameter, 16- 
gage steel tubing. It is 66 in. high, 
meets post office requirements. 
Flattened at base for easy ground 
penetration, and to prevent turn- 
ing. Primed, painted and baked to 
smooth black finish, it is completely 
rust-proofed. Offered in two orna- 





mented and one plain type model. 
Hy-Ko Products Co. 


For more data circle No. 25 on postcard, p. 57 


Turnpike construction toy 


Youngsters can design and build 
an unlimited variety of realistic 
bridges and turnpike interchanges 
with this fascinating new construc- 
tion set. All parts snap together 


. 





and interlock for rigidity on a 
Masonite foundation. Bridges sup- 
port electric trains and the set may 
be used with H-O or O gauge. One 
size set lists for $3 and the larger 
set lists for $5. Kenner Products 
Co. 


For more data circle No. 26 on postcard, p. 57 


Infant feeding utensils 

Parents of new babies will be 
customers for this group of stain- 
less steel feeding utensils. Prices 
range from 39¢ to $1.29. The group 
includes a feeding spoon, lid lifter, 





warm and teaching 


serve pan, 
spoon, feeding bowl and baby cup. 


Two spoons, bowl and cup are 
packaged in a gift box for $3.69 
retail. Foley Mfg. Co. 


For more data circle No. 27 on postcard, p. 57 


Automatic heating tape 


Here’s an automatic. electric 
heating tape, combining Line-O- 





Heat with built-in’ thermostat. 
Rated at 5 watts per foot when 
connected to 120 VAC service. It 
is available in 10 lengths from four 
to 80 ft. Retails from $6.90. Ther- 
mostat is scientifically calibrated 
and factory set to prevent freezing 
of pipes, pumps, etc. Switch has 
quick make-and-break action pre- 
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venting radio or TV interference. 
Thermostat sealed in brass casing 
for moisture and tamper resis- 
tance. Smith-Gates Corp. 


For more data circle No. 28 on postcard, p. 57 


Service door ball catches 


Three new catches are offered 
as part of the Ives line. No. 345 








NO. 346 
BALL CATCH 


is for small cupboard and small 
interior doors and No. 346 for 
louvered bi-folding, accordion, 
wardrobe and service doors. Per- 
fect catch for use with dummy 
trim. Adjustable threaded barrel 
compensates for varied door clear- 
ances. Free-rolling ball insures 
smooth, positive operation. No. 
346 has adjustable spring tension. 
No. 333 is heavy-duty roller catch 
for wardrobe and interior doors. H. 
B. Ives Co. 


For more data circle No. 29 on postcard, p. 5 


Plastic fibreglass kit 
Do-it-yourselfers will want the 
plastic fibreglass Bash-Kit for boat 
and car repairs, mending cracks, 
dents, holes or rust spots. It can be 
used for home and shop repairs, for 
mending concrete, ceramics, wood, 
plastic, metal and fibreglass sur- 
faces. Kit includes’ everything 
needed for quick-fix with 
Fibreglass: plastic fibreglass, glass 


jobs 








SN 
Az 
CA 
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The Volkswagen Kombi Station Wagon is designed for business and 
pleasure. Seats in, it’s a roomy station wagon for nine. Seats out, in a 
matter of minutes it’s a panel delivery truck that has 170 cu. ft. of 
usable space and carries 1786 lbs. Also available are Volkswagen 
Pick-up (1764 lbs.) and Panel Delivery (1830 lbs.) 









The two-in-one truck for hardware dealers 


Besides Volkswagen’s roomy and practical design, outstanding gas econ- 
omy, ease of handling and parking, its great popularity is based on its 
remarkably low maintenance. 

This engineered dependability is backed up by an unparalleled world- 


Ta TN wide service organization. When service is needed, you get the best. 


" nn Strategically-located warehouses and Volkswagen authorized service cen- 


ters in all 49 (!) states maintain a complete stock of genuine Ww) parts for 


fast service. No wonder a Volkswagen costs less to buy, run, and maintain. 


VOLKSWAGEN 
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cloth, setting agent, measuring 
spoons, mixing paddles and instruc- 
tions. Kit retails at $1.98. Fibre 
Glass-Evercoat Co. 

For more data circle No. 30 on postcard, p. 5 


7 


Outing sets with cases 
For picnic fans two new Univer- 
sal outing sets, the Gothamite and 


((*) 





the New Yorker, are offered with 
black and white petit point carry- 
ing cases. They have black and 
white simulated leather end panels. 
Gothamite is fitted with two one- 
quart vacuum bottles. New Yorker 
has a quart vacuum bottle and a 
quart food jar. Large size metal 
sandwich box in each set. Landers, 
Frary & Clark. 


For more data circle No. 31 on postcard, p. 5 


Plastic-coat dish drainer 


The Dri-All plastic coated dish 
drainer is offered in red, white, 
yellow, pink, and turquoise to fit 
modern kitchen color schemes. The 
No. 1980 is 17x1314x5'% in. It has 
four drain holders on each side to 
hang cups or glasses to dry. Poly- 
Plastic hanging silverware holder 






























conserves space inside basket for 


draining large pieces of dinner- 
ware. List $1.98. Artwire Crea- 
tions. Ine. 


For more data circle No. 32 on postcard, p. 5 


Custom model drill kit 


Designed for home workshop and 


professional craftsmen’s shop use 


is the Cummins kit with °*<-in. 
Ball-Rite drill. The 45-piece kit 
includes over-sized accessories for 
every workshop drill need. Can be 
used for polishing, buffing, grind- 
ing, sanding, cleaning as well as 
drilling. Drill has capacity of “s 
in. in metal and 1 in. in wood. 
Retails for $54.95. Cummins Port- 





able Power Tool Co., Div. John 
Oster Mfg. Co. 


For more data circle No. 33 on postcard, p. 5 


31 China bristle brushes 

The Gold Crest line of paint 
brushes has been increased by 31 
pure China bristle brushes in 11 
































different models. Sash, trim, 
varnish and flatting wall models 
are included. These are the key 
sizes in the company’s line. Hanlon 
& Goodman Co. 


For more data circle No. 34 on postcard, p. 5 
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Stretchable utility rack 


Stretch-A-Bar is a self-adjusting 


device that will clip on doors to 





provide a serviceable rack for ties, 
towels and so on. It will fit any 
hollow or sliding door as well as 
standard doors from 22 to 36 in. 
widths. The utility rack requires 
no fasteners aside from its own 
tension to hold it in place. It is 
rust proof and permits doors to 
close without interference. Sells 
for $1.00. Sanjo Utility Mfg. Co. 


- 


For more data circle No. 35 on postcard, p. 57 


Non-splash paint homogenizer 
Here’s a carded non-splash Turb- 
O-Mix paint homogenizer with twin 





blades having 12 fins for maximum 
action and thorough mixing of 
paint. Homogenizer will fit any 
size electric drill. It has a non-rust 
finish, 10-in. shaft. Retails at 69¢. 
Hardware Products Co. 


For more data circle No. 36 on postcard, p. 5 
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Plastic ware service items 


The Boonton Patrician line has 
been increased by addition of ser- 
vice pieces in solid and pattern 
numbers. This melamine ware in 
choice of six solid colors or in 
patterns includes 11 and 14%%-in. 
platters, three-piece sugar and 





1958 



























GASOLINE PUMP COMPUTER calculates the price of an auto- 
matically mixed blend. Precision parts of ZYTEL in computer 
operate quietly and smoothly. ZyTEL is not harmed by gaso- 
line, oil, grease, wax or household solvents. (Computer by 
Veeder-Root, Inc., Hartford, Conn., for Wayne Pump Co., 
Salisbury, Md., and Sun Oil Company, Philadelphia, Pa.) 









of Du Pont Zyte.. Owing to the low friction of ZyTEL nylon 
resin, the hardware provides ultra-quiet performance without 
lubrication. Parts eliminate rubbing of metal against metal... 
cannot corrode. (Made by Grant Pulley and Hardware Corpo- 
ration, West Nyack, New York.) 
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Better made... better selling... hardware of Du Pont ZYTEL 






nylon resins 
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RUGGED SKATES will take almost any amount of pavement pounding, 
because wheels and platforms are made of Du Pont ZyTeL. Skates are 
light in weight... practically noiseless ... can’t rust. ZYTEL nylon resin 
withstands abrasion and shock. (““Zipees’*® ballbearing roller skates by 





















Manning Manufacturing Corp., Chicago, Illinois.) 


There’s plenty of sell in ZyreEL—so know its, properties and 
know which of your products could use this durable material to 
your advantage. Every application of ZYTEL owes its success to a 
combination of advantages of the material—for example . . . high 
strength, heat resistance, good sealing properties, colorability. 
ZYTEL nylon resins are used to make mechanical parts that can 
really take it (gears, bearings, hammer faces). ZYTEL is used in 
plumbing (valve seats, showerheads, tubing) and in electrical 
equipment (fittings, insulators, knobs). 

Ask for property and end-use information on ZYTEL to help you 
sell more hardware. Write to: E. 1. du Pont de Nemours & Co. (Inc.), 
Polychemicals Dept., Room 208, Du Pont Building, Wilmington 98, 
Delaware. In Canada: Du Pont Company of Canada (1956) Ltd., 
P. OQ. Box 660, Montreal, Quebec. 


REG S PaT 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Mr. Wholesaler 


A Sure Way to Increase Profit 
on Industrial Hardware 





Not this way 


THIS WAY 





Buying from 10 
sources means seeing 
10 salesmen 


Buy from 1 source 
that offers a complete 
line. See 1 salesman 


1 invoice, 
1/10 as much 





10 times as many 
invoices, typing, 


bookkeeping, typing, 

telephoning, bookkeeping, 

telegraphing, telephoning, 
trouble. 1/10 as much trouble. 


This is the 
Practical Way 


Why try it the 
Hard Way 


We would tike to show you how concentrating on dependablie 


WC and Anchor Brand Hardware will pay off in several ways 


























J “ 





New Britain, Connecticut 
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WHAT’S NEW 








creamer set and gravy boat. 
Platters list at $6.95 in decorated 
14%-in. size $3.95 in decorated 
ll-in. size. Plain color platters 
list at $4.25 and $2.75 respectively. 
Boonton Molding Co. 


For more data circle No. 37 on postcard, p. 57 


Economy-priced lunch pack 


Offered for economy-minded 
office girls are three colorful plaid 
lunch packs with zipper closures 
and simulated leather trim. In- 
cludes Thermos brand vacuum bot- 
tle, held upright by strap attached 
to side of kit. Has ample room fo! 





sandwiches and other items. Re- 
tails at about $5, depending upon 
bottle. American Thermos Products 
Co. 


For more data circle No. 38 on postcard, p. 57 


Correction 


A description of a new revolver 
made by Iver Johnson’s Arms & 
Cycle Works, Fitchburg, Mass., 
which appeared in HARDWARE AGE, 
May 22, page 96, contained an er- 
ror. Correct list price of the new 
Trailsman 66 revolver is $35.95 
and not $39.95 as previously stated. 
(Resume reading on page 16) 





Look WHAT'S NEW from 











America's Most Beautiful 


BIER |) Ruz MAIL BOXES 


4 Lifetime Finishes 

















CLOSET ROD 


nd Nylon Hanger-Glides 


















ALBRAS 
Permanent Anodized 
Brass Color HANGER-GLIDE 
ALBRIGHT Slips easily into 


Permanent Anodized place. Glides silent- s 
Chrome Bright ly and smoothly < 1 
along rod track. 3 y 






ALBLACK 3] 
Permanent Anodized \ j 

Black Color NEVER RUSTS Every modern closet needs these handsome M-D Closet Rods and 
ALACROME NEVER TARNISHES Nylon Hanger-Glides. Come in beautiful, anodized finishes. 


Made of extra heavy Each package contains closet rod, hanger-glides, end brackets, 


Permanent Natural i 
gauge Cemmem screws and instructions. 


Aluminum Finish 


—. >} MAIL =r Folding Door 


\ wood posts 
MACKLANBURG — = HARDWARE 


sae HOLDERS 
For closets, wardrobes, dens, bars, room dividers 


Fits all standard rural mail boxes "1 
\\ meme 2A {| S 
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Sturdy! Rust Proof! Easily installed | 
ideal for 4 or 2-panel 

full or half size 
interior doors of any 


@eeeeseeeeoeoeeeeoeeeeeeeeeeeeeeeeeeeeeeoeeeeeeeeeeeeeeeee eee 
thickness. Gives full 


= Anodized Aluminum access to closets, yet 


saves floor and woll 
space. Hardwore 
MACKLANBUBG DUNCAN CO M A : q & 0 X comes in completely 
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packaged sets. 



















































































FREE) Pee SIE 
= 
Smart, easy SS 
to install SS 
Engraved Smooth to SN i 
Name Plate operate a NI y 
available S@eeeeeeeeceeeeeeeeseeoeeeeeseseeeeeeeeeeeeeeecees eeee eeeceeee@ 
with every OT-400 
box R. 4 | 
ia SLIDING DOOR HARDWARE 

















You 


can use : es 

SAME 
HANGERS 
for BOTH 


¥%,” and 
1%” doors 


> Exciting » THE MOORES ° 
Finishes ae 


All beautifully anodized — gold 
lid on black box, black lid on 
gold box, black lid on black box, 
gold lid on gold box and ano- 
dized aluminum lid on aluminum 
box. 


















































Complete packaged set con- 
tains track, hangers, guides, 
screws and instructions. 


MACKLANBURG-DUNCAN CO. 


P.O.BOX 1197 @ OKLAHOMA CITY 1, OKLA. 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 
and two packages of nails. Sells for 
42¢ per kit. Its three color plastic 
envelope makes the kit an impulse 
item. Warp Bros. 


For more data circle No. 39 on postcard, p. 57 


Heating-tape demonstrator 
For less than $5 a dealer may 
buy this Wrap-On tape counter 
demonstrator with saleable thermo- 
stat and electric heating tape to 





provide anti-freeze pipe protection. 
With demonstrator, dealer gets dis- 
play label, literature pocket, 100 
envelope stuffers, 12 sets of instal- 
lation instructions, two window 
streamers, one set of ad mats and 
$4 in free advertising coupons. 
Wrap-On Co. 


For more data circle No. 40 on postcard, p. 57 


Snow, furnace tool catalog 


True Temper’s full line of snow 
shovels, snow pushers, furnace and 
street shovels, and sidewalk clean- 
ers are described and pictured in 
this 8% x 11 in. catalog. Junior 
sized shovels with aluminum and 
steel blades are also covered in the 
prepunched book. True Temper 
Corp. 


For more data circle No. 41 on postcard, p. 57 


Holiday tool merchandiser 


Here’s a 99¢ tool assortment for 
Christmas customers on a budget. 
Tool assortments are part of a deal 
which brings a free Santa Claus 


66 





display. Five different tool assort- 
ments including screwdriver, socket 
wrench, and chisel sets are packed 
48 pieces per display unit. All 
sets are pre-marked at 99¢, with 
values to $1.29. All tools are skin- 
packaged. Oxwall Tool Co., Ltd. 


For more data circle No. 42 on postcard, p. 5 


Simplified pump catalog 

Here is a simplified catalog, de- 
signed especially for hardware deal- 
ers, covering Rapidayton jet pumps. 
The catalog features three series of 
completely packaged 
tems. A selection chart makes it 
easy to recominend the right pump 
for any well to 140 ft. Tart Mfg. 
Co. 


For more data circle No. 43 on postcard, p. 5 


water sys- 


3-panel counter-top display 
You can show Leigh Aristocrat 
mail boxes and door knockers to 





best advantage on this 3-panel 
counter display. The Carousel can 
be turned easily on its pivoted base 
to show all sides. Boxes and door 
knockers are mounted on two sides 
while the third side holds a 17 x 23 
in. poster showing full color pic- 
tures of Leigh mail boxes. Leigh 
Building Products Div., Atr Con- 


trol Products, Inc. 
For more data circle No. 44 on postcard, p. 57 









New sink frame carton 

Here’s the eye-appeal carton now 
used for Ardee sink frames. Both 
stainless steel and bright polished 
aluminum frames are packed in 
this carton with blue and white 
design on sturdy corrugated board. 
New cartons stack easily for stor- 
age. Explanatory label on pack- 











ages tells size and style frame in 
the box. R. D. Werner Co. 


For more data circle No. 45 on postcard, p. 5% 


Lockset service manual 

Here is a 10 page manual to 
guide dealer service men in servic- 
ing Kwikset 400 line locksets. A 
feature of the well illustrated book- 
let is exploded views of all lockset 
functions and parts. There is also 
two pages covering problems of in- 
stallation and solutions. Manual 
is included in the new Kwikset 
Service Kit. Kwikset Div. Ameri- 
can Hardware Corp. 


For more data circle No. 46 on postcard, p. 5 


Mineral absorbent package 
Hi-Dri absorbing granules are 
now available in a 5 lb bag for 
home use. This mineral absorbent 
soaks up oil on garage floors and 
around oil burners, deodorizes gar- 
bage cans, absorbs condensation at 
cellar walls, and serves as a sani- 
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Looking for an extra-special sales-maker? Here’s a tire that’s as 
popular as the middleweight bike for which it’s made—and just 
as modern in design and performance. 


The Wingfoot “175” blends the rolling ease of a lightweight WINGFOOT “175° 
with the riding comfort of a balloon tire. Although it was made 

, ‘ ; , : ae Rounded tread contour and center 
to fit middleweight bikes, it will streamline any existing balloon siden dike -cteemn- nates paibiien 


tire model. and safer traction at all angles 


For a sales lift this fall, talk up the Wingfoot. It won’t let you 
down. See your cycle tire jobber soon. 


Goodyear, Cycle Tire Dept., Akron 16, Ohio. 


GOODFYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Keep America fit on bicycles 









Wingfoot -T. M. The Goodyear Tire & Rubber Company, Akron, Ohio Watch ‘‘Goodyear Theater’’ on TV—every other Monday, 9:30 P.M., E. D. T. 





HARDWARE AGE, AUGUST 28, 1958 67 


tive signs. Containers may be so 
placed in rack that they may be 
read without removal from rack. 
Rack occupies less than one square 
foot of counter space. Finished in 
dark blue and white. Kyanize 
Paints, Inc. 


For more data circle No. 49 on postcard, p. 57 


STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


m7OHELP YOU SELL 


tary filler for pet boxes. Hi-Dri is 


A f. also useful as a fire extinguisher 
; | for the kitchen. Five pound bag 


sells for 79¢. Also avai 
FAST SELLING ells for 79. o available in 25 


| ams and 50 lb bags. Waverly Petroleum 
NUT AL , 
| LW 3 


Products Co. 
wie t Screwdriver display stand 





é 


For more data circle No. 47 on postcard, p. 57 


Safety knife display box 
The improved Lewis safety knife 
is now offered in a new eye-catcher 


This four-color display and dis- 
penser board comes as part of the 
No. 2703 Cushion Grip screwdriver 
SWEPT-WING assortment having total retail 
HINGE value of $51.95 for tools. Display 
ae “ae is free with assortment. Panel 
#516 14x29x4 in. is finished bright yel- 
oid at aa Pad low with white, blue and red letter- 
a". ing. Thirty-six Bridgeport Cush- 

ion Grip screwdrivers can be 
stocked on four shelves with price 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 














= 
_ 


518 
Offset Type in %" 


OVAL HINGE 
#522 
Fiush Type 
+520 
Semi-Concealed 
Type in %", 
4", %"' 
2521 
Offset Type in %" 


display package with free package 
of blades attached to face of dis- 
play. Knife and blade package 
combination has $1.50 retail value. 
Flash Mfg. Co. 


For more data circle No. 50 on postcard, p. 5 








3595 
3" Centers 
(not avail- 


in Nickel) 


<< | 
3S” 
SS A 
~~ 


able 


Revolving V-belt display 
You can display over 100 V-belts 


KNOBS & i i 
BASES at eye level on this revolving unit. 
#597—I'/,." Knob 
#597—2" Knob 
##510-B—2'/."" Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


and size shown. Bridgeport Hard- 
ware Mfg. Corp. 


For more data circle No. 48 on postcard, p. : 


PO WME. 
Tah LAYS Ny) 
, a) j 
Phi. 


Paint remover merchandiser 

ALWAY MAGNET 
CATCH 

#232. 

Only catch in its 

price class that can 

be used on lipped, 

flush or overlay 

doors (Aluminum 

only) 


The new formula Kyanize Paint 
Remover merchandiser unit is of- 
fered dealers with an assortment 
of the product. Display unit of 
sturdy wire and metal has descrip- 


It measures only 24 in. wide. The 
all steel unit has two display wheels 
mounted on a vertical axle. Both 


Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 


STAR" aneay 


380 Butler 


11'/2"*xI5'/2"" x 2" 
to displey 
mounted samples 
available upon 
request. 


Street 


wheels rotate 360 deg. Each wheel 
holds 50 belts on numbered hooks. 
The unit comes complete with 82 
Truflex V-belts in 52 sizes. The 
Gates Belt-Length Finder for iden- 
tifying old belt sizes is also in- 
cluded. Gates Rubber Co. 
For more data circle No. 51 on postcard, p. 57 
(Resume reading on page 17) 


Sold through wholesalers only 
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Presenting, 


ANEW GIFT ITEM 


THE REVOLUTIONARY NEW FLASHLIGHT 
THAT NEVER NEEDS BATTERIES! 


This handsome flashlight, with its slim, compact, modern design in two- 
tone grey and gold, is the perfect gift item for every member of the 
family. Life-Lite has so many wonderful new features it’s a natural for 
quick impulse sales...and an unequalled traffic-builder. Wonderfully 
convenient... fits in pocket or purse...always handy in the glove com- 
partment. Recharges by merely plugging into any household outlet... 


never overcharges. Life-Lite never corrodes, never needs new batteries. 


* Trade Mark of Gulton Industries, Inc. 


Actual size % | | @ NEW MARKET! 5 J 


1US.A a | @ NEW PROFITS! 
= , @ NATIONALLY ADVERTISED! 
a ee Ee a @ CONSUMER ACCEPTED! 


Gul our nati at detects ES ——— FREE SALES AIDS 
ylto 7 


nst ¢ 
sh at as om time = . ines e 
| rants this Ran one rf = —— — INDIVIDUAL GIFT PACKAGE a oon 
| in manta ce oath) g =s wo ) Beautifully designed 3 color, sell- @ DISPLAY CARD 
| of purchast a WR ' Si ing self-display package for im- 
= aL = a. * pulse buying. © AD MATS 
FM GLOSSY PHOTOS 





Uses standard flashlight 
bulb type 222. 




















FOR IMMEDIATE PROFITS, CONTACT YOUR 
WHOLESALER TODAY...OR WRITE: see us at the 


G Alkaline Battery Division NATIONAL HARDWARE SHOW 


ulton Industries, Inc.  >ePt 29th to Oct. 3 
Metuchen, New Jersey N. Y. COLISEUM — BOOTH No. 538 








How’s the Hardware Business? 





“Help dealers sell more” is theme for new ad 
program sponsored by 5 national manufacturers 


A sales promotional program 
designed to aid hardware dealers 
and wholesalers has been organ- 
ized by five leading national man- 
ufacturers of housewares and 
hardware. 

Called the “Hardware-House- 
Merchandising Alliance, 
Inc.,” the organization is a non- 
profit corporation founded by 
these manufacturers: 

@® 0. Ames Co., Parkersburg, W. 
Va. 

® Borg-Erickson Corp., Chicago. 
® 0O’Cedar Corp., Chicago. 

® Rubbermaid, Inc., Wooster, 
Ohio. 

@® Wear-Ever Aluminum, §Inc., 
New Kensington, Pa. 

Howard M. Schick, 32 E. Third 
St., Lee’s Summit, Mo., is presi- 
dent of the Alliance. 

The Alliance has four major 
objectives, Mr. Schick said: 
®@ More effective newspaper ad- 
vertising. 
® Improved sales promotion pro- 
grams and materials. 
® Closer communication between 


wares 


, 















% , oP 
NEVER BEFORE WEW! : d 
AT THIS PRICE: a - 
Ps F ¢ " 
(> BORG 
v 
: SCALE 
at weather 
Ne 
ee ob i sa DOOR MAT 
; 1 ae A » Mat an otf trad Deswrnd to Set castarte Dor 
Py But the tare Nee denen ceeame tation om wanes 
‘ Bow ~ CY CatCh ween < bets Attra 
An egtabdiicned twee od & ahite oserts- dress up froon 
F $7? FS waine sewer Cast, tek Goss and bemrcent Sascs 
: tetore at this SRR OY, 
3 permet 
ic 16x28 $2.98 





safety desigred for 
contig or youth 





4 
% 

tng : 

snewty designed “4 

squctter Crees mt Fe OS 

mre water booae ‘oa 

o Se image nandie tor 4 

@eate timer cover 


° eer anton ter tye 
yours: “ay 
840 8 oy $3.95 
DESIGNED FOR MANY USES: 








AME 
ADDRESS 
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wholesalers and retailers. 
® Continuous research into more 
effective selling methods. 

“Our first step toward better 
advertising which pays off in in- 
creased sales for the dealer is a 
free ad mat service,” Mr. Schick 
said. 

This improved advertising will 
result from use of prepared dis- 
play ad mats which will be tied in 
with continuous national adver- 
tising of the sponsoring compa- 
nies. 

“A further benefit,” according 
to Mr. Schick, “is that those mats 
combine many top product lines 
in one source, rather than many 
individual mats.” 

Four mats of 3 col. by 9 in. size 
(see illustrations) are presently 
available. Store trim and point of 
sale materials will be available. 

The Alliance said it plans to fit 
other non-competing manufactur- 
ers into the program as “they fit 
into our overall picture.” 

“Formation of the corporation 
will in no way alter the manner 


5 to 1 you'll be happier with 














“% 
* c famous quelty 
ae as WEAR-EVER sauce pan se! 
F markings 
\ FALL Si 2 Re ROW ONLY $2 9°98 
‘ leat rake Ps Reg, $3.50 
) AMES quality | OF hay thee indoduatty sag Gaur 













a | 
‘4 | for accurate 
weight 














DEALER NAME 
‘ ADDRESS 


Sample dealer ads show products from each manufacturer in 3 col. x 9 in space. 












L, 


Alliance president Howorad 
S. hick 


in which each company has con- 
ducted its business,” 
Mr. Schick. 

Mr. Schick emphasized that the 
program will not 
wholesaler 
rather “a 
each 


according to 


alter dealer- 
relationships. It is 
supplement to what 
participating manufacturer 
has been doing promotionally.” 
3oard of directors of the new 
corporation is made up of repre- 
sentatives of the five charter man- 
ufacturers: C. W. Dinse, 
manager of Borg-Erickson; J. G. 
Campbell, sales manager of O. 
Ames; R. E. Smith, vice-presi- 
dent-sales of O’Cedar; Guilford 
G. Johnson, merchandising man- 
ager of Rubbermaid: and W. P. 
Benghauser, advertising and sales 
promotion manager of Wear-Ever. 


sales 


Energy Mfg. purchases 
Shopmaster tool line 


Energy Mfg. Co., Monticello, 
lowa, has purchased Shopmaster, 
Inc., Minneapolis, and will operate 
it as a subsidiary. 

All facilities have been moved to 
Monticello. The redesigned line of 
Shopmaster tools will be ready be- 
fore the fall market. 


Sears, Roebuck to borrow 
to finance credit sales 


The importance of dealers financ- 
ing their own paper is pointed up 
by the news that Sears, Roebuck & 
Co. will float one of the largest 
bond issues in the history of busi- 
ness next month. The $350 million 
is to be used to finance ‘more credit 
sales and for expansion of retail 
and mail order divisions. 
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STICKLEBACK 


| ORILL ROUTER a DRILLS! 








DRILL . 
ROUTER =: 








SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 
PRE-PRICED FOR FULL PROFIT 





Ask Your Jobber 
Or Write 






> 

»s REAMS! 2 
» SAWS! - 
~ 

»s ROUTS! ‘ 
With Any : 
Electric Drill == 
: 

QO 

= 

a 

x 

ae 

> 

a 

§ 

y 

TEC IMPORTS Z 
$001.03 CALIFA STREET 8 
VAN NUYS. CALIFORNIA 5 
8 

LF SERVICE STICKLEBACK SELLS ee 












sell Air Power... 
boost Profit Power 









New Exclusive 
PRESSURE 
QUEEN 
| 4 cylinder 
| Portable Paint Sprayer 


: iain a 





| PORTABLE 3-GALLON 
MATERIAL 
TANK 


Eliminates need 
for spray gun cup 
and refilling on 
big jobs. Safety 
valve, pressure 
gauge, 3-way reg- 
ulator. 








_ 











Professional results every time. 
Non-pulsating, continuous air flow 
for fine finishes ... spraying house 
or barn... fast, easy. Sprays paint 
undiluted, 4 or 5 times faster than 
brushing — better too. 


Write for catalog on complete line of 
portable air compressors and paint 
spray equipment. Stock up now for 
the big selling season ahead. 


The Campbell-Hausfeld Co., 215 Railroad Street, Harrison, Ori» 


CAMPBELL-HAUSFELD 
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Capacity 
Vie’ to 1%4”" 




















3-Wheel Design 


gives quick, clean cuts 
even in tightest places! 





e®eeneeeeea eee eee eee eeea ee eens 


Fast-Selling Tool For Home Work Shops 


Compact, light, strong, this new 
No. 315 RI@aip 3-Wheel Tubing Cutter is 
extra handy for that hard-to-get-at tubing. 
No skinned knuckles . . . no slow hack saw. 
Cuts copper, brass, aluminum, steel 
tubing and thin-wall conduit. Handy Ritatp 
fold-in reamer protects hands and pockets. 
Display the new RIG@atp No. 315 and it 
sells to mechanics and do-it-yourself 
customers. Order today from your Wholesaler! 

























(Advertisement) 


Stop taking a beating, 
Sell a real profit item 


Hardware dealers today are 
faced with discount houses, stiff | 
competition and generally tough | 


selling conditions. 


Many dealers have found the best | 
way to solve this problem is to sell | 
not kicked 


merchandise that is 


around—merchandise that carries 


a good profit, but is not so big that | 


it takes up a lot of shelf space. 


It is difficult to find merchandise | 


of this kind that really sells. How- 


ever, there is some, such as Yale’s | 


ceramic hardware. 


If you want more information | 
on this real profit item, write Yale | 
& Towne, Ceramic Div., 405 Lex- | 


ington Ave., New York 17, N. Y. 


a — - — — ——— 





The Quality Standard for Over 45 


Years 


~ 





: 





IMETANTANEOUE 


METAL POLISH 


Cleans copper, brass, chrome, 
stainless steel and aluminum. 
Every sale a sure “repeat” 
customer. 

Write for Catalog Pages and Prices 
BOYER CHEMICAL CO. 
1611 Church St., Evanston, Ill. 

















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FintSH Double Spring Action 
NO JUTTING POINTS 2 Sizes oid Most Handies 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 

















Only 
DURO 
The Original 


PLASTIC 
ALUMINUM 


is in the 
eward winning 


SHOW-PAK 


WOODHILL CHEMICAL CO. 
1391 E. 34th Se. 
Cleveland, 0. 














Promotions 














Delta saw reduced $21 
for anniversary sale 


Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, is featuring 
its Delta Homecraft 9-in. tilting 
arbor circular saw in a fall pro- 
motion. 

Price of the saw will be reduced 
$21 between Oct. 1 and Dec. 31 as 
an “Anniversary Sales Special’ to 
mark the 30th year of the saw’s 
manufacture. 

To insure that dealers make a 
full profit, the manufacturer is 
footing the entire bill for the pro- 
motion, the company reports. 

The special consists of a 9-in. 
tilting arbor saw, one set of 22 x 
5-in. table extensions and a heavy 
gage steel stand. Regular list is 
$138. Anniversary price is $117. 

The company is sending a mer- 








16-page fall sale book 
available from Janney 


A 16-page fall sale booklet has 
been prepared for dealer use by 
Janney, Semple, Hill & Co., whole- 
saler in Minneapolis. 


du ie SALE 






Manufacturers’ New Merchandising Plans 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 
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chandising package of window ban- 
ner, display material, mailing lit- 
erature and special newspaper ad 
mats to 
order. 


dealers with the initial 


Warfarin ads to reach 
54 million farm readers 


“Operation 54,000,000” is the 


theme of the seventh annual War- 
farin rodenticide advertising pro- 


gram of the Wisconsin Alumni Re- 
search Foundation. 

Warfarin ads will be seen by 
54 million readers of 18 farm and 
rural community publications this 
fall and winter as part of a rid- 
your-farm-of-rats campaign. 

Warfarin is formulated by redent 
bait manufacturers and the name 
is on the package. 








Theme of the booklet is “Fall 
value days sale.” Eight of the 
pages are printed in full color. 


Space on the cover provides for 
dealer imprint. Customer address- 
ing space is on the back cover. 

Items featured are housewares, 
sporting goods, paints and sundries, 
home fix-up materials and tools. 

Backing up the booklet is a mer- 
chandising kit of store display ma- 
terial, newspaper mats and radio 
scripts. 


55 items are featured 
in Schelly's circular 

Fifty-five items are featured in 
the fall circular prepared for dealer 
use by C. Y. Schelly & Bro., Inc., 
wholesaler in Allentown, Pa. 

The tabloid-size four-page cir- 
cular is printed in four colors and 
has the theme “Autumn harvest 
sale.” 

Space for dealer imprint and cus- 





CHORE 


‘60 STYLED FOR 





(& 





FEATURING IMPROVED SNAP-ON sadeBo var 




















CHOREMASTER “PROFIT PLAN” 


- DIAL-A-SEASON HEIGHT ADJUSTMENT 


6 MODELS PRICED TO SELL! 


These advance styled Choremasters will make your mower 
Sales go up, up, UP' Many new, exclusive features, 

finest quality construction and design, makes mowing 

and one-pass trimming pleasure for the whole family. 
Front discharge, offset wheels, comfort handles, full year 
warranty, new Choremaster control center at fingertip. 








MASTER 


STEPPED-UP SALES! 


TRIMMER TYPE MOWERS 
... FULL TRIM BOTH SIDES 
7 MODELS PRICED TO SELL 
A rugged mower line, 
cast aluminum or 
durable steel housings. 
Offers perfect lawn 
grooming, really close 
trimming both sides. Fully warranted for 1 year. A long 
list of outstanding features—2 or 4 cycle engines. 


ROTARY OR REEL... you can sell ‘em a 
Choremaster. New, powerful reel mowers, 18” and 21”. 
Reliable, trouble-free clutches and many other features. 











BIGGEST SELLING TILLER LINE... 


CHOREMASTER TILLERS 
AND TILLER/MOWERS ... 


Better than ever, more Choremaster Tillers are sold than 
any other .. . proved through the years for ruggedness, 
multi-purpose uses, easy handling, low cost. With ‘60 
styling you'll sell even more in ’59! Many new features! 
Improved snap-on Safe T Guard, huskier tines, no 

engine belts, new handle control, fingertip starting. 


OFFERS REAL SALES HELP 


National magazine advertising, big “3 for 1” co-op ‘‘ad”’ plan, free telephone listings, sensational 
point of sale material, free key city newspaper advertising, profit-making package plan including 
demonstrator—and all yours if you're a Choremaster dealer! 


MOW-GROW EASY PAY PLAN 


Now offer your Choremaster customers a 10% down, 2-year payment plan. Easy to handle, 


no red tape! 


1 YEAR EXCLUSIVE WARRANTY 


Choremaster products are so good, every tiller or mower is fully covered by a 1 year warranty 


(except belts and engine warranted by maker). 


DISTRIBUTORS... 


Yuba Power Products, Inc. 
828 EVANS ST., CINCINNATI 4, OHIO 


DEALERS — WRITE OR PHONE: 





a Subsidiary of 
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CHOREMASTER 24” 
RIDING ROTARY 
SURPASSES RIDERS 
PRICED TWICE 
AS MUCH! 


Outstanding ease, comfort, 
safety. Outstanding, climb- 
ing and mowing on grades up to 40%. Features 
MULTI-WHEEL BRAKE e SAF-T-LOCK BLADE. 
%” Trim both sides—Cool, rear mounted engine— 
Live action front axle—Fingertip engine control. Many 
other features. 





















YOUR CUSTOMERS WILL “GO” FOR THESE 
EXCLUSIVE CHOREMASTER FEATURES 


TRIGGER TOUCH, DIAL-A-SEASON 
HEIGHT ADJUSTMENT 


Instant, no-tool adjustment to 4 cutting 
heights. 





sarefouarn 


Zi Revolutionary develop- 
ment for safe, carefree 
mowing. “Snap-On” SAFE 
T GUARD attachment fully 
guards mowing danger zone. 


YUBA CONSOLIDATED INDUSTRIES, INC. 
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SALES BUILDERS 
from NATIONAL eee 





NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty vinyl strip is easily in- 
serted after threshold has been fastened 
down. No exposed screws, no hook strips. 
Comes in 3 widths (1%", 3%", 4”")— 
any length. 





TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heavy gauge rolled aluminum moulding 
has vinyl insert which weatherstrips doors 
or windows and assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7’ lengths with screws—in- 
stallation holes punched. 





““CASE-TITE’’ SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply —no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6’ lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 





National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 


aviestin 





‘ak 
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addressing is on the front 


tomer 
page. 

In addition, Schelly offers a store 
and window trim kit, newspaper ad 
mats and radio scripts. 


Hardware store sales 
$238 million in June 


Following two months of gain, 
retail hardware store sales in June 
slipped behind 1957 volume. 

June sales totaled $238 million, 
the Commerce Dept. reports. That’s 
$10 million, or 4.03 percent, behind 
June 1957 volume and off $19 mil- 


lion, or 7.39 percent, from May 
1958. 
For the first half of the year, 


sales totaled $1,223 million. That’s 
$64 million, or 4.97 percent, below 
the first half of 1957. 

Here are the Commerce Dept. un- 
adjusted estimates of retail hard- 
ware store sales for the past three 








years: 
(millions of dollars) 

1958 1957 1956 
January $172 $183 $175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 

Six-month 
total $1,223 $1,287 $1,321 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 
Total $2,736 $2,893 
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..«McGILL 
mouse TRAPS 


and RAT 


McGILL 





"Snap up" unit sales with the "Can't Miss’, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 


METAL PRODUCTS 
COMPANY 
ILLINOIS 


MARENGO e 
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Join the more than 40,000 buyers who annually attend the National 
Hardware Show. For here is your complete natiohal showease for hardware, housewares 
and allied items .. . lawn, garden and outdoor living products. See thousands of 
new items, new packages, new promotions and new ideas for profit shown for the first 
time on more than 300,000 sa. ft. of floor space. 


The National Hardware Show is your once-a-year opportunity to see, feel and compare 
the offerings of over 1,000 leading manufacturers. Don't miss the most complete and 
diversified trade show in America. Fill out and return the registration coupon today. 
Your admission badge, which will admit you without further 
registration, will be mailed to you. 







me cane tat NS om enews me ER SS TH mS Se OU 
NATIONAL HARDWARE SHOW 
Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 


TITLE 






please fill out coupon and mail ’ 


NENION TNE 
HARDWARE SHOW 











1 STREET 


, 
I 
| 
I 
" 
| 

CITY STATE 
{ 
| 
| 
| 
i 








TYPE OF BUSINESS 


Please check below the classification of your business. 
[] Wholesaler [} Retailer [} Dept. & Chain Store Buyer 
[_] Importer-Exporter [] Mfgrs! Agent [] Manufacturer [] Other 
[_} Please send us your hotel reservation blank. 
Minors under 18 yrs. of age will not be admitted under any circumstances. 


i ioeeiaal een eee ne a em rR Se NN A SE eee meee ee ee nee 





Executive Offices: 331 Madison Avenue 
New York 17, N.Y. @ MUrray Hill 2-4802 


jpasane 
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anticoagulant rodenticide developed by 


en EE or a 


WISCONSIN 
ALUMNI 
RESEARCH 
FOUNDATION 





REMEMBER: this fall.. ‘an will be 
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Wisconsin Alumni Research Foundation 


STOCK WARFARIN BAITS NOW! 


Now is the time for you to prepare: 





7, Check your stock right away. Make sure you have an ample 
supply of WARFARIN baits. 


2, Order from your regular supplier additional stocks of 
WARFARIN baits now. 


3, Plan your displays . . . order whatever point-of-sale materials you 
need! Tell your salespeople what WARFARIN means, encourage 
them to talk about WARFARIN to your customers. 


Cooperate With Our Rodent Control Program 


During the fall and winter months we will concentrate on a national 
rid-your-farm-of-rats campaign. Farm papers will run special editorials. 
Drug, feed, hardware and farm supply stores are being urged to 
cooperate with local displays. 





advertised to 54 million readers of farm magazines! 
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Read it in 
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Gamble-Skogmo, Inc. Buys 1,256,000 Shares 
Of Common Stock Of Western Auto Supply 


Gamble-Skogmo, Inc., Min- 
neapolis retail and wholesale 
firm, has acquired 1,256,000 
shares of common stock of 
Western Auto Supply Co., 
Kansas City, Mo. There are 
3,005,472 shares outstanding. 
Purchase price was not dis- 
closed but it approximated 
the book value. 

The stock was purchased 
from John C. Udd, Western 
Auto board chairman and 
Robert O. Denman, a direc- 
tor of Western Auto and 
president of Denman Enter- 
prises, Ltd. 

Western Auto Supply Co. 
operates 350 stores and has 


3,600 dealers plus 16 ware- 
houses. Sales for 1957 
totalled $217,366,164 with 
earnings of $6,654,051. Last 
year the firm’s common stock 
paid $1 per share dividend. 

Gamble -Skogmo operates 
300 company owned stores 
and has 1800 dealers. Sales 
for 1957 were $108,678,638 
and earnings were $4,001,178. 

Mr. Udd will continue as 
chairman and director of 
Western and retains a por- 
tion of his personal holdings 
in the firm. 

The two companies now 
have distribution in 43 states 
plus Canada, Hawaii and 
Puerto Rico. 








RICHARD 8S. BRODERICK 


Broderick Heads Sales 
At Franklin Hardware 


Richard S. Broderick has 
been appointed sales man- 
ager for Franklin Hardware 
& Supply Co., Philadelphia 
wholesaler. 

Mr. Broderick was district 
representative in Ohio for 
Belknap Hardware & Mfg. 
Co., Louisville wholesaler. 


Harris of Plymouth 


Frank E. Harris, Jr., has 
been appointed assistant 
sales manager of the tape 
division of Plymouth Rubber 
Co., Inc., Canton, Mass. He 
joined the firm three years 
ago as a sales assistant. 
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Registering Begins For 
Atlantic City Meeting 


Your name will be listed 
in the Advance Registration 
List if you register before 
Sept. 8 for the 48th annual 
meeting of the National As- 
sociation of Sheet Metal Dis- 
tributors and the 64th an- 
nual convention of the Na- 
tional Wholesale Hardware 
Assn. to be held at the Marl- 
borough Blenheim, Atlantic 
City, Oct. 5 to 8. 

Names received after Sept. 
8 will be listed in the supple- 
ment which will be available 
at the Convention, according 
to executive secretary, Thom- 
as Fernley, Jr. 


The Presidents’ reception 
will be held Oct. 5 from 5:30 
to 7 p.m. The Conference 
Booth Plan will be held in 
Convention Hall Oct. 6 and 
7 from 2 to 5 p.m. A direct- 
ory of booths will be distrib- 
uted before convention time. 


A joint session of the two 
groups will be held on the 
morning of Oct. 7. 


The National Wholesale 
Hardware Assn. will hold a 
session on the morning of 
Oct. 8. There will be no af- 
ternoon stssions with ad- 
journment at 1 p.m. 


Rubbermaid's Caldwell 
ong Considered Move 


James R. Caldwell, chair- 
man of the executive com- 
mittee of the board of di- 
rectors for Rubbermaid, Inc., 
Wooster, Ohio, had consider- 
ed relinquishing the presi- 
dency for several years but 
postponed it during the firm’s 
post-war expansion. 

Mr. Caldwell, founder of 
Rubbermaid, resigned the 
presidency recently and was 
succeeded by Forrest B. 
Shaw, former vice-president 
and assistant general mana- 
ger (See HA Aug. 14, p. 
141). 

In another move, Donald 
E. Noble, former vice-presi- 
dent of finance, was elected 
executive vice-president in 
charge of finance. 


Fes ee 
x ee 
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Rubbermaid executives. Left to right: Forrest B. Shaw, preside 


Mr. Shaw, with 33 years’ 
experience in the _ rubber 
business, began his career at 
Goodyear Tire & Rubber Co. 
He left Goodyear and joined 
Wooster in 1945 as produc- 
tion manager and became 
vice-president of manufac- 
turing in 1957. 

Mr. Caldwell founded Rub- 
bermaid in 1934 as Wooster 
Rubber Co. The name was 
changed early this year. In 
1953 the firm acquired Mid- 
West Metallic Products, Inc., 
Cleveland. In the past year 
and a half Rubbermaid has 
built a new plant at Mid- 
West, acquired Jamestown 
Finishes, Ine., Jamestown, 
N. Y., and built a new Cana- 
dian plant in Cooksville, Ont. 


Rubbermaid’s annual sales 


now exceed $20 million. 
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general manager; James R. Caldwell, chairman of the executive 
committee of the board of directors; Donald E. Noble, executive 


vice-president of finance. 





Stratton & Terstegge Purchases Woodward 
Hardware Co., Cairo, Ill. Wholesaler 


Stratton & Terstegge Co., 
Louisville wholesaler, has 
purchased Woodward Hard- 
ware Co., wholesaler in Cairo, 
Ill., according to an an- 
nouncement by Wilton H. 
Terstegge, president of the 
Louisville firm. 

Woodward, which was 
founded in 1861, has a three 
story building of 44,000 sq ft 
and has 26 employees. It is 
now serving southern Illinois, 
western Kentucky, southwest- 


ern Missouri and northwest- 
ern Tennessee. 

Eventually, Woodward will 
be operated as a_ wholly 
owned subsidiary of Stratton 
& Terstegge. Wilton Ter- 
stegge will be chairman of 
the board. John B. Reed re- 
mains as president. 

This is the second major 
purchase by the firm this 
year. Earlier, Sheffield Mfg. 
Co. of New York was ac- 
quired. 
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PHILIP SAMSON 


Samson Directs Sales 
For J. R. Clark Co. 


Philip Samson has been 
appointed director of sales 
for J. R. Clark Co., Spring 


Park, Minn. He was 
tant director of sales under 
C. E. Belanger. 

Mr. Samson joined the 
firm in 1949 as eastern sales 
manager. He became 
tant director of sales in 
1955. 


Winslow 


assis- 


assis- 


P. Johnson was 
appointed assistant director 
of sales. The former eastern 
division representative joined 
the company in 1949 as as- 
sistant purchasing agent. 


Marvin Bandoli Moves 
Up At Pendleton Tool 


Marvin S. Bandoli has been 
elected senior vice-president 
of Pendleton Tool Industries, 
Inc., Los Angeles. He has 
been vice-president of mar- 
keting since 1952 and will re- 
main in charge of sales and 
marketing functions. 


Dealer Shows Planned 

The following wholesalers’ 
shows for hardware dealers 
have been announced: 


Hibbard, 
lett & Co., 


Spencer, Bart- 
wholesaler in 
Evanston, Ill., will hold its 
Sixth Annual Merchandise 
Show and Convention Jan. 
25-27 for its associated deal- 
ers, True Value, Auburn and 
Associated Hardware, at the 
company warehouse. Ad- 
vance registration and open 
house will be Jan. 25. Meet- 
ings will start Jan. 26. 


Cotter & Co., dealer-owned 
wholesaler in Chicago, will 
hold its Spring Goods Future 
Order Show Nov. 10-14 and 
Nov. 17-21 at the company 
warehouse. 





Coast-To-Coast Stores Expand in Northwest 
Buying Portland Div. From Marshall-Wells 


The Portland, Ore. divi- 
sion of Marshall-Wells Co., 
wholesaler, has been pur- 


chased by the Coast-To-Coast 
Stores Central Organization, 
Inc., Minneapolis. 

The Coast-To-Coast or- 
ganization for the Pacific 
Northwest will be made up 
principally of present Mar- 
shall-Wells personnel and 
will occupy that firm’s ware- 
house in Portland. Trading 
area includes Washington, 
Oregon, Idaho and northern 
California. 

Coast-To-Coast Central 
Organization, established in 
1930, serves 673 independent- 
ly owned franchised stores 
in 18 midwest and northwest 
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states. Maurice L. Melamed, 
secretary-treasurer, has an- 
nounced that the organiza- 
tion’s expansion program 


ealls for a total of 1000 
stores. This objective is ex- 


pected to be reached within 
a few years. 

George W. Wells, Jr., 
president and general mana- 
ger of Marshall-W ells- 
Kelley-How-Thomson, states 
that this purchase in no way 
affects the Duluth operation 
of the firm which has ware- 
houses in Duluth and Bill- 
ings, Montana. 

This northwest wholesaler 
services over 200 Marshall- 
Wells stores in Wisconsin, 
Minnesota, North and South 
Dakota and Montana. 


28, 1958 


John Spaulding Elected President Of Skil; 


Bolton Sullivan Becomes Board Chairman 


John Spaulding has been 
elected president of Skil 
Corp., Chicago. He has been 
with Black & Decker Mfg. 
Co., Towson, Md., for the 
past 33 years, the last four 
as sales vice-president. He 
resigned recently. 

Announcement of Mr. 
Spaulding’s election was 
made by Bolton Sullivan, 
president, who becomes 
chairman of the board of the 
34-year-old Skil Corp., which 
manufactures 20. different 
categories of tools. These 
management changes become 
effective Sept. 2. 

The shift and the creation 
of the new post of chairman 
were the latest in a long 
term development program 
started 15 months ago. In 
the fall of 1957, Skil ac- 
quired new facilities to pro- 
duce a new line of tungsten 
carbide abrasives. 

In December, 1957 the firm 
set up facilities to make its 
own motors for the power 
tool line. Also in late 1957, 
Skil acquired the Precision 
Chuck Co. 





JOHN F. SPAULDING 





BOLTON 


SULLIVAN 





News About Dealers: Michigan Dealer Holds 
Ten Day Sale Celebrating 10th Anniversary 





Harrison, Mich.—MoRTON’S 
HARDWARE held a gala 10- 
day bargain sale in celebra- 
tion of its tenth anniversary 
early this month. A _ two- 
page advertisement in the 
Clare County Cleaver, local 
newspaper, announced the 
event. Owner Howard Mor- 
ton purchased the store from 
Clarence Kuehn in 1948. 


Upper Darby, Pa.—PAvUL 
J. DEvITT HARDWARE CoO., 
69th & Ludlow Sts., has ap- 
pointed Zach H. Leamy vice- 
president in charge of opera- 
tion of all Devitt stores. Mr. 
Leamy, a 40 year hardware 
veteran, has been with De- 
vitt since 1936 and was vice- 


president in charge of the 
Coatesville store. Devitt 
stores are in Upper Darby, 
Paoli, and Coatesville, Pa. 
William D. Stehr, former 
manager of the Upper Darby 
store has left the organiza- 
tion. 


Garden Grove, Cal.—Gar- 
DEN GROVE HARDWARE, 12941 
Euclid Ave., held a grand 
opening of its new store lo- 
cation early this month. Ac- 
cording to owner, Jim Be- 
shears, the 35 year-old store 
left its historic location to 
gain a third more floor space 
and parking for 50 cars. 

(Continued on page 82) 
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SABSCO JOE says... 


“These JABSCO 
portable pumps 
are profit builders 
that se// 
themselves !”’ 


Because Jabsco Portable Pumps 
are lightweight, self-priming 
and dependable! 





For farm —fills tractor tires, waters 
livestock, drains fields and ponds, etc. 


For plumbers and home owners — drains 


pumps cesspools and cisterns, drains 
inaccessible water accumulations, etc. 





For industry—wherever liquids, semi- 
solids, and/or slurries are transferred, 
finds unlimited useage. 





Cash in on Jabsco portable pumps now. Jabsco’s famous self-priming 
design features high performance with a minimum of service and 
maintenance. Sturdy brass construction with neoprene impeller. Auto- 
matic vacuum switch, for unattended operation, optional! 


Jabsco “Water-Mule” 2” pumps —ports threaded for 42” pipe thread 
or %” garden hose. 


e Electric—% h.p., 110-volt A.C. motor. Capacity: 660 GPH at 10° Head. 
e Gasoline—2%2 h.p. engine. Capacity: 900 GPH at 10° Head. 


Jabsco “Water-Buffalo” 1” pumps — ports threaded for 1” pipe thread. 


e Electric—% h.p., 110/220-volt A.C. motor. Capacity: 1500 GPH at 
10’ Head. 


e Gasoline—2%2 h.p. engine. Capacity: 2100 GPH at 10° Head. 
Get full details now. See Yellow Pages 
for your Jabsco distributor or write direct. 




















' nodenaene 

| JABSCO PUMP COMPANY 

i 2031 North Lincoln St., Burbank, California 

Gentlemen: Please send hardware circulars on Jabsco ‘‘Water-Mule”’ and 
‘‘Water-Buffalo’’ portable pumps. 

i Name a — = =—lhao 

| Company —__ eS Ra ea 

| Address RE A Fe 

| 

1 





water heaters, pumps flooded basements, 












News of the Trade 





news in brief of 


MANUFACTURERS AGENTS 


@ Bert J. Clark Co., Kansas 


| appointed Claude E. Stone to 
office and promotion 
ager. 


City, Mo. representative, has 


man- 
Mr. Stone formerly 
spent six years as sales pro- 
motion manager of Richards 
& Conover Hardware Co., 
Kansas City firm which has 
just withdrawn from the 
wholesale service to dealers. 
Mr. Stone, who also spent 
15 years with Montgomery 
Ward & Co., is immediate 
past president of the Kansas 
City Housewares Club. 





CLAUDE E. STONE 


@ Dorsey, MacDonald & Newton, Philadelphia—this firm 
was formed to serve manufacturers on sales and sales con- 
sulting. Members are C. Pete Dorsey, La Grange, IIl.; Rob- 
ert J. MacDonald, Bryn Mawr, Pa., and Harvey L. Newton, 
Philadelphia. Mr. Dorsey operated his own agency. Mr. 
MacDonald was sales manager and partner in Ellbee Mfg. 
Co., Vineland, N. J. Mr. Newton was president of Astor 
Products Corp., subsidiary of All-Luminum Products Corp., 
Philadelphia. 


@ Frank Snyder Co., Milwaukee agency, has been formed 
by Frank Snyder, formerly of John Pritzlaff Hardware Co., 
Milwaukee. Mr. Snyder was with Pritzlaff’s for 13 years, 
first as a buyer of paint, then as a toy buyer and most 
recently as a territorial sales manager. The new agency 
has its headquarters at 4207 N. 24th Place, Milwaukee 9, 
and will cover Wisconsin and the upper peninsula of Michi- 
gan. 


@ Remington Hardware Co., Inc... New York, N. Y.— 
Montana, Idaho, Colorado, Wyoming, New Mexico and 
Utah to S & R Associates, Denver; N. and S. Dakota, 


Minnesota and western Wisconsin to Eggar, Bennett & 
Hondik, St. Louis Park, Minneapolis; Oregon and Washing- 
ton to William O. Sherman, Seaside, Ore.; Ohio, W. Virginia 
and western Pennsylvania to Garson Sales Co., Cleveland. 


@ Kenco Pump Div., American Crucible Products Co., 
Lorain, Ohio—Florida, Georgia, Alabama and Tennessee to 
J. A. Kane Associates, Atlanta; Nebraska, Kansas and Iowa 


'to Leonard D. Gray Co., St. Louis. Both firms will handle 


the full line of Kenco pumps. 


® Stan Phillips & Associates, San Mateo, Calif. representa- 
tive, has appointed J. D. Lee, formerly of Munson Sporting 
Goods, southern California sport goods wholesaler, to the 


Los Angeles branch office. 


' 
| 


| 
| 









@ Textile Mills Co., Chicago—metropolitan New York to 
Gallagher Bros., New York City; eastern Pennsylvania, 
southern New Jersey, Delaware, Maryland and Washing- 
ton, D. C. to Martin Co., Philadelphia. 


@ Ace Rubber Products, Inc., Akron—California, Arizona 
and Nevada to Littrell Hardware Lines of Los Angeles 
and San Francisco for rubber mats and matting. 


New York, Pennsylvania, New Jersey, Delaware, Maryland, 
District of Columbia, Virginia and West Virginia to Moulton 
Stevens & Nelan Sales Associates, South Otselic, N. Y. 


@ Master Metal Products, Inc., Buffalo, N. Y.—Missouri, 
Kansas, Nebraska and Iowa to Bill Meskill and George 
Sweeney of Kansas City. 
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Easiest way in the World to 
- 


Easiest way in the world to kil 


kill crabgrass! 


New Pre-mixed DMA 
Antrol Hose-Spray 











Antro! Mose-Spra y 
So¢y~t-use Disodium 
— Arsonate con 
wi Own “gp 
ca. * 
No me 
Antrol’s we MIX OF muss With 


-Tab ’ 
08e-Spray i.,, © 388 Killer 
Chickweeq — crabgrass, 















No expensive sprayer to buy— Insect Killer. Chlorda, 


























g Soil Insect 4 
— - no measuring, mixing, or muss! Weed Kile niller; 2.4-D 
Nothing gets ‘em like Ready-to-use Disodium MethylArsong TROUBLES > 
b 
ANTROL ANT TRAPS! concentrate with own “spray cap”! Get Antrol Ane? 
Ant problems? Get the best! Get rid of whole & we : = i 
. Ant proviems. sali ame . : , e . ve inn “OlOnies. Ee. 
colonies of sweet or Se aie hale - Eft ‘ In less than 10 seconds this widely acchumed “- he ane Pet pee ott a 
. aps! Contains Thallium. Eflec- - 7 — Ses ee , S ; OF 69¢ 
‘ Antrol Ant Traps! ¢ . ~— teehee dina:tiee Crabgrass Killer Hose-Spray is ready to use. No intros © 69 
a eerie e ing to mix or measure—just attach to hose ar 
3 traps . - sy ~ trou 
ith the best! spray. Fingertip control lets you aim a 
Poatest your Hewere @ spots or do a whole lawn. You get g 
& +) sh- . 7 * 7 en = 
Antrol Rose Bomb. naire rn ee mixture for effective spr: 
Nothing wasted. Noy 
lub . 
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Be ready to Sell 
ANTROL HOSE-SPRAY 
to your customers who are reading ads like these 


in AMERICAN HOME 
SETTER HOMES & GARDENS 





FLOWER GROWER 
POPULAR GARDENING 


and garden sections of 
leading newspapers 


CHLORDANE 

ML INSECT KILLE? 
ANTROL® — 

HOSE-SPRAY 


.- 4 fine high-profit 











Boyle-Midway 


LOS ANGELES, CALIF. + BROOKLYN, N.Y.* CHICAGO, ILL. « CANTON, OHIO + CHAMBLEE, GA. + CRANFORD, WN. J. + SEATTLE, WASH. > DALLAS, TEXAS 


Product from 
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POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 





ORDER FROM JOBBER! 


If your jobber doesn’t Carry 
KEY-BAK write us. Come 
— 6 to Display-Card or 
2 to Display Box. 


West of Mississippi: 
LUMMIS MFG. CO 
2242 E. Foothill Bivd. 

Pasadena, Calif. 


Over A VMiillion 


hKey-Baks 





Put them on your counter! Watch them Sell! 

















KEY-BAK Key Reel is 
worn on the belt. It 
carries keys and other 
small objects on a 24” 
long steel chain. 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side. 


—* 


Pocket-watch size; 
Sturdily constructed. 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5, 
Belt-clip model. 


East of Mississippi: 
CTL COMPANY 
1710 W. Stewart Ave. 
Wausau, Wisconsin 





Sold! 






























































































Wire Products Company! 



























OTHER IMPROVED 
PLUMBING PRODUCTS 


WIRE PIPE HOOKS—Standard 
and Thrift. Plain and Coppered. 


















































HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 



































SEND FOR CATALOG #181 
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NO SHARP EDGES 


FLATTENED LAG SCREWS with bolts. 


ee ee 


PRODUCTS 
Louis 


WESTERN WIRE protects the Plumber 


SAFE-T-EDGE 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “‘handling”’ 
for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 


time 





HANDY 
PACKAGES 











Pull from box 
as needed. 


50’ and 100’ coils. 
Plain or galvanized. 
No. 5/0—%,x24 GAUGE 
No. 0000—*/,x22 GAUGE 
No. 000—*%/,x20 GAUGE 
No. 00—%/,x18 GAUGE 


Larger Sizes up to 1%°'x12 Gange 
A ize 


WIRE 


COM PAWN Y 
4, MissoOvuRi 














News of the Trade 





Dealers Place Bigger Orders This Year At 
Joint Promotion by Birmingham Wholesalers 


A lot of hardware was 
bought in Birmingham, Ala- 
bama, two weeks ago by deal- 
ers attending the annual mid- 
summer Wholesale Day pro- 
motion. 

Three hardware wholesal- 
ers participating reported 
more dealers were buying 
this summer, and individual! 
orders were larger to fill in- 
ventories and to stock fall 
and winter lines. 


The Birmingham promo- 
tion is strictly a buying af- 
fair. Wholesalers set up 


booth displays in their ware- 
houses. Dealers register, join 
up with their territory sales- 
man, and the salesmen con- 
ducts dealers through the 
displays and write up the 
orders. 

The Chamber of Commerce 
organizes the over-all pro- 
motion for wholesalers in al] 
lines. The Chamber puts on 
entertainment in the evening 
and also handles special 
prizes. This year dealers got 
stage money equal to orders 
placed, good for purchase of 
personal merchandise at the 
Chamber’s “Country Store.” 
Fred O. Myers, vice-president 
of Wimberly & Thomas Hard- 
ware Co., handled the Cham- 
ber’s promotion. 


Moore-Handley Hardware 


Co. had a western theme for 
its Merchandise Mart. Moore- 
Handley has 
/manent display of some 42,- 


set up a per- 


000 sq ft on the third floor 


of its warehouse for hard- 
ware. This takes the place of 
temporary displays for the 
Mart on the first floor. Toys 
are still on permanent dis- 
play on the fourth floor. 
Moore-Handley this yea 


display its new line of sofa 
and chair furniture, and 
mattresses and springs 
Moore-Handley also is pack- 
aging more shelf hardware 
merchandise. 

Wimberly & Thomas sent 
out more than 5000 invita- 
tions to its Wholesale Day 
promotion. 

Dealers registered on the 
second floor where the com- 
pany had set up its Steel 
City Div. display of heating, 
air-conditioning and kitchen 
equipment. Sporting goods 
was on the third floor. Gen- 
eral hardware and _ house- 
wares were on the fourth 
floor. 

Long-Lewis Hardware Co. 
enlarged its first floor dis- 
play for this year’s Whole- 
sale Days. Last year em- 
phasis was on specials. This 
year specials were displayed 
right along with regula 
merchandise, so salesmen 
could point up the entire 
line. 

Long-Lewis arranged dis- 
plays for a straight-through 
movement of dealers on gen- 
eral hardware, 
and toys. 


housewares 





News About Dealers: 


(Continued from page 79) 


Houston, Tex.—Jorn’s 
Hardware & Gifts has been 
divided into two separate 
businesses and moved to new 
sites. E. L. Janisch, Jr., a 
former employee, bought the 
hardware department and 
operates it at 4901 Yale St. 


W. Allis, Wis.—J. H. Med- 
inger of the J. H. Medinger 
Co. won the 3-day weekend 
in Havana contest sponsored 
by the Toro Mfg. Corp., Min- 
neapolis power mower manu- 
facturer. 


Wilton, Conn.—J. Louis 
Lenore is manager of West- 
port Hardware’s new branch. 
He was owner-manager of 
Connecticut Hardware Co., 
Norwalk, Conn., for 20 
years. 
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Michigan Association 
Sets Conference Dates 


The Michigan Retail Hard- 
ware Assn. will hold its 
Seventh Annual Hardware 
Management Conference on 
Sept. 22 and 23 at Michigan 
State University, East Lan- 
sing, Michigan. 

All activities, meals and 
housing will be in the Uni- 
versity’s Kellogg Center and 
will include the Kollege of 
Management Knowledge ses- 
sions. 


O'Connell of McKee 


Samuel E. O’Connell has 
been named merchandising 
manager of the McKee Div., 
Thatcher Glass Mfg. Co., 
Inc., Jeannette, Pa. He was 
sales promotion and adver- 
tising manager of Thatcher’s 
Container Div. 


COMPACT! 


Takes less than a square 
foot of counter space. 18” 
high, 1114” deep, 10” wide. 


FOUR ASSORTMENTS! 


K-1 Deal pictured contains 
one sleeve each of very fine, 
fine, medium, coarse, very 
coarse ‘“‘Production”’ Paper 
and one sleeve each of super 
fine, extra fine, very fine 
‘‘Wetordry’”’ Tri-M-ite 
Paper. Three other K-Deals 
are available with various 
assortments of flint, garnet, 
emery cloth, and ‘‘Wetor- 
dry’ Tri-M-ite Paper. 


COLORFUL! 


Bright green and yellow 


lacquer finish. 


poo 


FREE crit cuive! 


Tells at a glance which type of 
paper is best for each job. Mail 
coupon for your free Grit Guide, 
available through your 3M 


Representative. 
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ANDPAPER “SUPERMARKET” 
100 












Sts your sales 207! 


a — | 
OD pviuction & Wetordry 
Sandpaper 


FOR FASTER, EASIER SANDING! 











STURDY! 


Solidly constructed of 34” 
basswood with 14” Masonite 
shelves. 
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WETORDRY TRI-M-ITE PAPER VE Bele Bune 





&%o-220 PRODUCTION FINISHING PAPER 100“ 
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PANT PRODUCTION PAPER 
fO~' . Brings your sandpaper 
a . * stock out in open. Complete 

. simplified grit assortment. 
Sliding shelves let custom- 


ers serve themselves. 
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PRODUCTION PAPER 
OPEN COAT 





‘“‘Wetordry’’, ““Tri-M-ite”’ and 
‘**Production”’ Paper are reg- 
istered trademarks of the 3M 
Co., St. Paul 6, Minnesota. 
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Minnesota Mining and Manufacturing Company | 
900 Bush Avenue 42-5E, St. Paul 6, Minnesota Dept. LV-88 J] 
! 
Store | 
| 
By | 
| 
Address | 
City Zone State 
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eos WHERE RESEARCH IS THE KEY TO TOMORROW 
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Registrations Reached 2581 At Inaugural 
Associated Fishing Tackle Mfrs. Show 


Of the 2581 in attendance 
at the inaugural Associated 
Fishing Tackle Manufactur- 


ers’ Show held in Chicago 
July 28 to 30, 945 were buy- 
ers. They represented 42 


states and five foreign coun- 
tries, according to John M. 
Holmes, secretary-treasurer. 
The show boasted 139 ex- 
hibits in 191 booths on the 
Hotel Sherman mezzanine. 
Highlight of the show was 
a special “outlook session” 
held as part of the associa- 
tion’s Silver Anniversary 
celebration. The session saw 
noted experts discuss fish- 


ing’s relation to various 
phases of American life. 

According to an announce- 
ment by association presi- 
dent, Andrew J. Boehm, the 
volume of new orders writ- 
ten at the show has prompted 
the decision to hold it again 
next year. Dates will be de- 
cided on later. 

Other highlights of the 
show included a session of 
the Tackle Representatives 
Association, and a meeting 
of the New England Tackle 
Jobbers Association and the 
Metropolitan Tackle Jobbers 
Association with manufac- 
turers. 








BART J. McCLOSKEY 


Bart McCloskey Named 
Buckeye Sales Manager 


Bart J. McCloskey has 
been appointed general sales 
manager of the Buckeye 
Div., Mardigian Corp., 
Wooster, Ohio. 

Mr. McCloskey was gen- 
eral sales manager for the 
Republic Molding Co., Chi- 
cago. 


School for Retarded 
Honors Leroy Stevens 


The Leroy R. Stevens 
School for Retarded Children 
in Jefferson County, Ky., was 
recently dedicated in honor 
of Leroy R. Stevens, lawn 
supplies and housewares 
buyer for Stratton & Ter- 
stegge Co., Louisville whole- 
saler. 

Mr. Stevens has taken a 
personal interest in retarded 
children and worked for 
these children for the past 
six years. He is a director of 
the National Assn. for Re- 
tarded Children, president of 
the Kentucky Assn. for Re- 
tarded Children, and heads 
the Council for Retarded 
Children of Jefferson County. 

He is also chairman of a 
Citizen’s Commission re- 
cently appointed by the gov- 
ernor to study the needs of 
mentally retarded children in 
Kentucky. 





Howard N. Campbell 
Retires At McKinney 


Howard N. Campbell, Jr., 
vice-president of McKinney 
Mfg. Co., Pittsburgh, has re- 
tired from active manage- 
ment. He will remain as a 
consultant and member of 
the board. 

Mr. Campbell jeined Mc- 
Kinney in 1920 as a laborer 
with a college education. He 
rose through the ranks and 
was elected vice-president in 
1936 and a director in 1939. 

Mr. Campbell is a member 
of the American Society of 
Architectural Hardware Con- 
sultants, Central States 
Hardware Club, and an as- 
sociate member of the Na- 
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H. N. CAMPBELL, JR. 
tional Contract Hardware 
Assn. He also serves on a 


number of committees for 
the Builders’ Hardware 
Statistical Assn. 


News of the Trade 





Wholesalers Aid Dealers 
In Grocery Field Too 


Grocery wholesaling has 
undergone many changes in 
recent years, Super Market 
Merchandising reports in its 
July issue. The changes are 
similar to those occurring in 
hardware wholesaling. 

Because of these changes, 
today’s grocery wholesaler 
can supply small super mar- 
kets with buying advantages 
and merchandising aids on a 
par with anything the chains 
have to offer, the magazine 
reports. Many wholesalers 
today boast that their ware- 
housing and delivery costs 





lower than 


low or 
comparable chain ware- 
houses. 


are as 


The future of the small 
super market, in today’s 
highly competitive market, 


lies in the hands of the more 
progressive independent 
wholesalers, voluntaries and 
retailer cooperatives, says 
Super Market Merchandis- 
ing. 

Of the services provided 
to retailers by the grocery 
wholesalers, the most popu- 
lar are preprinted order 
forms, competitive price sur- 
veys, promotion, advertising 
and store engineering, ac- 
cording to the magazine. 
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Charles S. Hasson 


Charles S. Hasson, 91, 
chairman of the board of 
House-Hasson Hardware Co.. 
Knoxville, Tenn., wholesaler, 





CHARLES 8S. HASSON 


died July 19. Mr. Hasson 
spent his entire business life 
in hardware. After travel- 
ing a sales territory he be- 
came co-founder of House- 
Hasson in 1906 and traveled 
for the firm until 1926 when 
he became president. Mr. 
Hasson served in this capac- 
ity until 1950 when he was 
elected chairman of the 
board. 


Sidney Yecies 


Sidney Yecies, 46, owner 
of Louis D. Yecies & Sons, 
wholesaler of Newark, N. J., 
died July 31 of a heart at- 
tack while vacationing in 
East Sebago, Me. 


Gustave Bocher 


Gustave Bocher, 86, found- 
er of Bocher, Inc., hardware 
store in Gillett, Wis., died 


July 20 in Oconto Falls Me- 
morial Hospital after a brief 
iliness. Mr. Bocher remained 
active in his business until 
his recent illness. 


Herbert J. Davies, Jr. 


Herbert J. Davies, Jr., 37, 
treasurer of Swank Hard- 
ware Co., Johnstown, Pa., 
died of a heart attack at his 
home in Johnstown. Mr. 
Davies became comptroller 
of the firm in 1957 and was 
elected treasurer early this 
year. 


George E. Fager 


George E. Fager, 78, re- 
tired owner of Fager Hard- 


ware Co., Cicero, Ill., died 
July 23 in his home. Mr. 
Fager, who retired in 1955, 


had operated his store for 
55 years. 
Garnett B. Henry 

Garnett B. Henry, 51, 


owner of Hardware & Sup- 
ply amd partner in Rainey 
Plumbing ard Electric Co., 
North Middletown, Ky., died 
July 27 in Bourbon County 
Hospital, Paris, Ky., after a 
long illness. 


Eric M. Gessler 


Eric M. Gessler, 81, re- 
tired district sales manager 
of Ohio. Illinois and Indiana 
for U. S. Expansion Bolt 
Co., York, Pa., died July 7 at 
his home in Fort Lauderdale, 
Fla. He served the firm for 
more than 30 years. 
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OCKEN 


JAY A. 


Specialty Mfg. Names 
Ocken Sales Manager 


Jay A. Ocken has been ap- 
pointed sales manager of 
Specialty Mfg. Co., St. Paul, 
Minn. 

Mr. Ocken, who joined the 
firm in 1955, has had 
experience with Genera! 
Mills, Inc., and managerial 
experience with Graphic Arts 
Industry, Inc. 


sales 


Central States Club's 
Chicago Dinner Party 


The Central States Hard- 
ware Club will hold a dinner 
party at Chicago’s LaSalle 
Hotel on Sept. 8. The dinner 
will coincide with the first 
annual Midwest Hardware & 
Housewares Show to be held 
at Navy Pier, Sept. 7 to 10. 

Principal speaker will be 
Frederick A. Manley, sales 
manager, International Div., 
Minnesota Mining & Mfg. 
Co. Reservation deadline for 
the dinner is Sept. 3. 


Brown-Camp Building, 
Land Sold By Hibbard 


Hibbard, Spencer, Bartlett 
& Co., Evanston, Ill., whole- 
saler, has sold the five-story 
building and land of Brown- 
Camp Hardware Co. at 216 
S. W. First St., Des Moines, 
to Younker Brothers, Des 
Moines department store. 

Hibbard acquired Brown- 
Camp in 1954. It continued 
to operate the 105 year-old 
firm under the same name. 
The Brown-Camp office will 
be closed here by Jan. 1 and 
the lowa and Nebraska ter- 
ritory will be serviced out of 
Evanston. 


Recently, three floors of 
the 170,000 sq ft Brown- 
Camp building had been 


leased to Armstrong Rubber 


(‘o. 


Universal Hardware 


Universal Hardware Corp., 
Los Angeles wholesaler, has 
moved to larger quarters for 
the second time in 11 years. 
Representatives can contact 
the firm after Sept. 2 at 2011 
Brooklyn Ave., Los Angeles 
33. The old address: 2189 
W. Washington Blvd. 


D. E. Estle Of Andrews 


D. E. Estle has been ap- 
pointed to the _ industrial 
sales force of Andrews 
Hardware & Metal Co., Los 
Angeles wholesaler. He has 
been in the Andrews power 
transmission department for 
two vears. 


News of the Trade 








1300 Attend Our Own Summer Convention; 
Select Fall Lines From Record Assortments 


13- 


Alice Peterson, 


year old daughter 
of Mr. and Mrs. 
Keith Peterson, 
Peterson Hardware, 
White Sulphur 
Springs, Mont., is 


shown helping dad 
with toy buying. 
Alice was a sub for 
her mother, who in- 
jured her back just 
before the Our Own 


show. 


Some 
sentatives 


1500 store repre- 
attended the re- 
cent annual summer conven- 
tion held the Our Own 
Hardware Co., dealer-owned 
wholesaler, at its 
olis warehouse. 
The three-day meeting 
covered the fall and Christ- 
mas buying market and half- 
year report to stockholders. 
A record 6000 items were on 


by 


Minneap- 


display, with emphasis given 
to toys, gifts, Christmas dec- 
orations, and other seasonal 
lines. 

S. P. Duffy, president and 
general manager of Our Own 
presided at business 
ings. In addition to 
Duffy’s mid-year 
stockholders, 
merchandise 


meet- 

Mr. 
report to 
held a 


presentation 


buyers 





featuring new fall lines. 
Our Own’s new stock con- 

trol system, covering all basic 

stocks, was outlined to deal- 


Also, the fall and Christ- 
mas promotional plans were 
previewed for the large audi- 
ence. 


ers. 


Short talks were given by 
two Our Own = dealers: 
Frank Schrieber of “Axe” 
Johnson Hardware, Inc., Aus- 
tin, Minn.; and John Kittle- 
son, Kittleson-Petersen Hard- 
ware, Postville, Iowa. 

A good crop year in the 
upper mid-west seems prob- 
able, and an “optimistic at- 
titude toward prospects for a 
good fall and Christmas sea- 
son was evident,” according 
to Our Own’s sales promo- 
tion manager, Hugh Byrne. 





Hardware 


Wholesalers, Inc. Adds 42,000 Sq Ft of Warehouse Space 


tage 





BS 


Hardware Wholesalers, Inc., Fort Wayne, Ind. wholesaler, is now completing a 42,000 sq ft addition to its warehouse. This brings total 


warehouse space to 142,000 sq ft. It also marks the third addition to the building since 1952. The new section will feature the latest 


material handling equipment for low cost operation, and provides space for expansion of lines. It will be completed in time for the 
firm's Annual Merchandising Show and Convention Oct. 21-23. The convention will offer a training school for store managers and employes. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words.......... $5.00 
Each additional word.......... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
words 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5° discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stamps. 














Representatives Wanted 


} 


Representatives Wanted 





Representatives Wanted 








Factory Representatives Wanted 


Established Manufacturer of Major Garden Tools 
wants Representatives with personal acceptance with 
garden supply and hardware jobbers. Preference given 
to men offering frequent coverage in compact terri- 
tories—commission and bonus Compensation. Terri- 
tories East of Rockies. Send complete details includ- 
ing all present lines. 


Address Box H-49, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the 
Retail Hardware and Retail Lumber Yard Trade 
in the midwestern, southwestern and north- 
western states to sell a complete line of fas- 
teners. We offer a good proposition at 15% 
commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 


Sales Representatives 
WANTED 


© For 33 year old firm rated 1 high . . . manu- 
facturers of nationaliy advertised canvas and 
nylon products. 

© To call on jobbers and distributors. Protected 
territories open. Attractive commission. 

e Reply with details of your operation, 
carried and territory covered. 


HOOSIER TARPAULIN & 
CANVAS GOODS CO., INC. 
P. 0. Box 574—1302 West Washington Street 
Indianapolis 6, Indiana 
Attention: Mr. Robert T. Goldberg, Vice President 


lines 





Paint Brush Salesman 


Prominent paint brush manufacturer bas open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum 
ber dealers Protected territories Established 
business Will also consider sideline man or 
manufacturers’ agent, 
Address Box A-23, care of HAROWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 








HARDWARE SALESMAN 


if you want to add to your income by selling 
an established ‘'Time Tested'’ packaged wood 
preservative, write to: 


AMERICAN CELCURE WOOD 
PRESERVING CORP. 


P. O. Box 3262, Jacksonville, Fic. 








SALESMAN 


To call on RETAIL paint, hardware, and building sup- 
ply dealers. Our product is a masonry paint—the best 
made—and is nationally advertised. If you can sell, 
this is an exceptional opportunity to build a real 
future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WANTED Manufacturers 
calling on the wholesale hardware and industrial 
plants for a complete line of Hickory Tool Han- 
dle., such as Pick, Sledge, Axe, Hammer and 
Hammer Handles, and Agricultural Tool Han- 
dies, such as Shovel, Hoe and Rake Handles, 
for the following states: Arizona, New Mexico, 
Utah, Nevada, Colorado, Washington, Oregon, 
Montana, Wyoming, Michigan, Minnesota, Ala- 
bama, Mississippi, Georgia, Louisiana, Kentucky 
and Tennessee. Must have best of references 
and in your answer give the lines now handled 
and how often territory covered. Address: Okla- 
homa, Rig & Supply Co., P. O. Box 36, Musko- 
gee, Oklahoma. 





WANTED MAN NOW CALLING ON RE. 
TAIL HARDWARE DEALERS. For nice line 
of dog collars, dog harness, leashes and other dog 
furnishings. Also have bridles, halters and other 
items for horses and cattle. Liberal Commission. 
Territory open: Kentucky, Virginia, West Vir- 
gimia, Maryland, Ohio, Indiana. Address: Box 
G-32, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVE WANTED FOR 
ESTABLISHED PAINT BRUSH MANUFAC. 
TURERS;; liberal commissions; protected territor- 
ies; good opportunity for salesmen having contact 
with retail hardware, paint, lumber, etc. stores. 

pen territories: Ohio, Indiana; Michigan; North 
Illinois; California; North and South Carolina, 
Georgia. Write us full details. Address: Box H-48, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
wanted in Atlantic states to sell high quality 
imported plumbing tools which are immediately 
available from local stock. Address: Box H-40, 
care of Harpware Ace, Chestnut & Sé6th Sts., 
Philadelphia 39, Pa. 
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Representatives | 


WANTED 


Manufacturer Representative to sell complete 
line of ornamental iron and aluminum railing 
and columns. A Do-it-Yourself item—a volume 
product with fast turnover. Liberal Commis- 
sion. State area in which you sell when writing 
for details. 


ELITE FABRICATORS, Bel Air, Maryland 














SEVERAL PROTECTED MIDWEST TER 


} 


RITORIES OPEN for representatives now calling | 


on Plumbing Contractors, Hardware Stores, etc 
Product lines are specific competitively 
plumbing goods distributed nationally trom a cen- 
tral warehouse. State lines now handled and terri 
tory covered. All merchandise 


priced | 





MANUFACTURER'S REPRESENTATIVE 
for a quality line of dog furnishings, selling to 
hardware and sporting goods stores. Must be 
willing to devote at least 50% of time to our 
line. Give experience and references. We need 
men for Pennsylvania, Ohio, Illinois, Wisconsin, 
Minnesota and Tennessee. bore 

Address: Box H-35, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ae 


MANUFACTURERS REPRESENTATIVES 


| WANTED. Representatives now calling Hard 
| ware. Lumber, Millwork, Building Supply Dealers 
and Jobbers to sell packaged new design door 
weatherstrip sets and other weatherstrip items 


manufactured by | 


reputable domestic firms. Address: Box H-31, care | 


of Harpware Ace, Chestnut & 56th Sts., Phila 


| delphia 39, Pa. 








REPRESENTATIVES WANTED BY MAN. 
UFACTURER and importer of high quality, low 
price, steel garden tools and bamboo lawn rakes. 
It is a volume line. 
worthwhile. Many active accounts in the exclusive 
territories now open; Texas, Oklahoma, Arkansas, 
Mississippi, Alabama, Georgia, Florida, North & 
South Carolina, Kentucky, Virginia, West Vir- 
ginia, lowa, Nebraska, Kansas, Missouri. Address: 
Box H-44, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVE 
WANTED BY OLD ESTABLISHED MAN. 
UFACTURER OF ALUMINUM COOKING 
UTENSILS. Territories open: 


Minnesota, North and South Dakota; Iowa and 
Nebraska; Kansas and Missouri; Oregon, Wash- 


ington and Idaho. State fully territory now cover- 
ing. Address: Box H-29, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER OF PLUMBING BRASS 
GOODS—Cast and Tubular—competitively priced 
—desires commission representation from men who 
sell direct. Most territories open. Address: Box 
H-36, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMEN . All territories, to sell na- 
tionally known line of Flashlights and Batteries 
to jobbers, chains and industrial accounts. Addréss: 
Box H-28, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


| S6th Sts., 


Commission rate more than | 


Northern Ohio: | 





Also have new items with huge markets developed 
and patented. For information write Address: 
Box H-45. care of Harpware Ace, Chestnut & 
Philadelphia 39, Pa. 


WANTED — MANUFACTURERS REPRE 
SENTATIVE to handle FLEX-TRELL. New, 
naticnally advertised aluminum trellis. Has what 1t 
takes to sell: Lifetime construction, heavy gauge 
aircraft aluminum, can’t rust, nothing to assemble 
lobber and dealer pricing structure: price estab 
lished at $12.95. Contact Jim Henry, Phillips & 
Buttorff Corp., Nashville, Tenn. 

















WANTED ~— EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive term 





tory. Many well established accounts. Very at 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com 


pany, 10 Commerce Court, Newark 2, New Jersey. 








REPRESENTATIVE WANTED (to cover 
Ohio, Indiana and Northern Kentucky territory) 
with extensive line of imported Hand Tools. State 
territories covered and all details. Personal inter 
view to qualified applicants. Address: Box H-26, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MANUFACTURER’S REPRESENTATIVES 
wanted by screw manufacturer calling on whole 
sale hardware trade, screw jobbers and simula: 
trades. Also sales direct to comsumers such as 
furniture, hardware and marine manufacturers 
Territories open include Southern states, New 
England and Midwest. Our present men know of 
this ad. Address: Box H-23, care of HARDWARE 





Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Representatives Wanted 





TERRITORIES 


unique water re- 


EXCLUSIVE PROTECTED 
nationally distributed 
plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
itors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Aces, Chestnut & 56th Sts., Phila. 
lelphia 39, Pa. 


HARDWARE 


pet for 


| lac ement 





SALESMEN WITH FOLLOW. 


ING; calling on Hardware, Mason, Lumber and 
Garden Supply dealers. Territories open in Con- 
necticut, Philadelphia and Eastern Pennsylvania | 
irea. Well known jobber stocking best tool, mason 
tool and garden lines. Excellent opportunity for | 
experienced men. Address: Box H-2 care of | 
HarRDWARE AGE, Chestnut & 56th Sts., Philadel- 
pha 39, a 


PROTECTED TERRITORIES OFFERED IN 

















New Jersey, Connecticut and Eastern Pennsyl- 
vania. Unconditionally guaranteed line of sledges, 
ywwhbhars, wrecking bars, picks. Commission only. 
Address: Box H-27, care of Harpware AGe 
Chestnut & 56th Sts., Philadelphia 39, Pa 
Accounts Wanted 
Consistent, Conscientious, Concentrated cover- 


age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 








STOP LOOK READ 


7 * 


_- 


sales 
Ohio 


de- 


Manufacturers with 
experience wants major lines for 
and Michigan. Covering hardware, 
partment and photo stores. 
Address Box H-39, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39. Pa. 


rep years’ 














ya tt et MEDICINE CABINET LINE 
WANTED ‘lling through Hardw: ire, Building 
H lardware an ‘d Plumbing Supt jobbers, also any 
od line sold by above classification trade. Terri 
tor overed—Texas, Louisiana. Oklahoma and 
Arkansas. Alvin Mvers & Associates. P. O. Box 
598, Dallas 14, Texas 
WELL ESTABLISHED AND FINANCED 
MANUFACTURERS AGENT desires additional 
ne of Hardware, Plumbing and Electrical items 
» sell direct to the large retail hardware and 
DTU dealers in Virginia who are accustomed to | 
i direct. Territory covered by two men. | 
Ww irehouse facilities. Address: Box H-38. care of 
Harpw Pa Ace, Chestnut & 56th Sts... Philadel- | 
ph +" 
“MICHIGAN” Manufacturers agent covering 
wholesale hardware and rack jobbers. Excellent 
coverage of this state. Detroit Resident. Address: 
Box F-33, care of Harpware Ace. Chestnut & 56th 
Sts ee 39, Pa. 





ILLINOIS AND WISCONSIN. Aggressive. 
Experienced Manufacturers Agent offers thorough 
coverage to the wholesale Hardware, Paint, and 
Garden Supply Trade. Missionary coverage to 
the dealer. Address: Box H-46, care of HARDWARE 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


LINES WANTED BY COMPETENT AND 
EXPERIENCED Sales Representative covering 
New England. Write Address: Box H-16, care of 
HARDWARE AGeE, Chestnut & 56th Sts.. Philadel- 
phia 39, Pa. 


a 








MICHIGAN, INDIANA, OHIO, and northern 
KENTUCKY—Long and firmly established, fa- 
vorably known sales representation, available to 
an established and reputable manufacturer of a 
hardware or houseware line. Address: Box H-30, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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Accounts Wanted 








Business Opportunities 








REPRESENTATIVES 


Covering all phases of jobbers. (Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 














York, Philadelphia, Detroit, Cleveland and Loeuis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 

A STREAMLINED, HARD HITTING OR 
GANIZATION desires additional lines—Espe- 
cially on drop shipment basis. We sell direct to 
the Hardware, Building Material trade and cover 
the Louisiana, Mississippi Gulf Gold Coast area. 
We maintain warehouse, office billing and sales 
promotion facilities. For complete coverage of 
your product write immediately to Address: Box 

ix 37, care of Harpware Ace, Chestnut & 56tb 


s., Philadelphia 39, Pa. 





A MANUFACTU RER’: S REP RESENTATIVE 
WITH CONSCIENTIOUS coverage. desires a 
good line in glue, plus a low priced cabinet hard- 
ware to complete his lines for calling on jobbers, 
lumber yards, and some large Hardware stores in 
Western Pennsylvania and Northern West Vir- 
ginia. I have references, and principle. Address: 
Box H-25, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa 





Help Wanted 








WANTED 
MEN OVER 50 


We have an ideal opportunity for capa- 
ble men over fifty for part-time or full 
time employment. No investment, tech- 
nical background, or high pressure selling 
necessary. We need exclusive representa- 
tives in many areas to present our mer- 
chandising program, established Key 
Dealers, and maintain contact. The mar- 
ket is wide open and earning possibilities 
are excellent. Write P. O. Box 378, 
Oshkosh, Wisconsin. 











HARDWARE Experi 
,000 per year. Must 
complete responsibility 
resume of experience to: 
Bidg., Baltimore 2, 


MAN AGER—RETAIL 
enced, tor store doing 
be capable of assuming 
Write giving complete 
S. Levin—1116 Munsey 
land. 


¢ 
q 


— 
st) 
iw 











Business Opportunities 








Established business in 





HARDWARE STORE: 
busy Kentucky County Seat Town. 
agricultural area. Excellent 
nual sales average $75,000. 


An- 


income business. 








large adjoining warehouse; living quarters, plus | 
three furnished apartments, all rented. Price in- 
cluding complete stock, buildings, fixtures, and 
furniture, $59,000. Address: Box H-33, care of 
HarpwWareE Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa 

CLOSE OUT. Powder fire entinguicher. Prime | 


condition, 1 pound cylinder package with shaker 

top and plastic closure, 12 labelled packages per 

carton. FOB, Philadelphia, Penna. Ap- 

proximately 250 cartons at excellent price. All 

particulars from nv sheen Inc., 155 East 44th St., 
Y 








New York 17, N. MUrray Hill 7-1179. 

FOR §S AL E RET. AIL i ARDWARE, estab- 
lished 10% years on a busy street in Tulsa, 
Oklahoma. Stock Consists of paints, small hard- 

ware and sporting goods also rental tools. $15.- 


000.00 will cover stock and fixtures, 
stock for party. Desirable lease or sell building. 
Address: Box H-43, care of Harpware AGE. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SPECIAL TRIAL ASSORTMENT! One-Half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 


could reduce 
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ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposition 
for you to sell a complete fastener line that 
will fit in with your present operation. Write 
us for details. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 














FOR SALE: Going Hardware business in town 





of 8,000. Stable economy ensured by large VA 
Hospital. Gross potential of $225,000 with inven- 
tory of $60,000. Only reason to sell is to settle 
estates. Same location for 50 years. Contact 
Avery’s, Knoxville, Iowa. 

WELL ESTABLISHED HARDWARE FIRM 
located in a fast growing central F! lorida town, 
is interested in securing a partner with capital 
to put in a quality furniture department, also 


best location, 
would require 
thousand 
Address: 
& 


have large building in 
inventory large and modern, it 
investment of at least twenty-five 
, town wide open for such a deal 
Box H-32, care of Harpware Ace, Chestnut 
56th Sts., Philadelphia : 39, Pa. 


Housewares, 


1S 


RETAIL H ARDW ARE STORE FOR SALE, 
ocated in mid Nassau County, Long Island 
E stablished over 30 years, a real money maker 

r the experienced man. Carries General hard- 
ware. Housewares, paints, etc. For particulars 
Address: Box H-10, care of HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa 





Positions Wanted 








VETERAN “HARDW ARE STORES’ 
AGER ° stores—$600,000+ a year) seeks sal- 
ried management position, wholesale or retail, or 
future in store’s development program. A dozen 
years of buying, advertising, promoting, and gen- 
eral managing have brought me far as I can 
go in present work. Prefer East Coast. Young 
(33), family man but willing to risk a 
challenge Resume on request. Address: Box H-47, 
are of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MAN. 


as 


MBING SAL LESM AN WITH FOLLOW 

in Hardware and Plumbing trade, desires 
or sideline direct from manufacturer. Pres- 
traveling for Cleveland jobber. Can offer 
references Address: Box H-42, care of 
Ace, Chestnut &-56th Sts., Philadel- 
i 


PLU 
ING 
main 
ently 
best 
HARDWARE 
antes 2 P: 





WHARTON SCHOOL 37. Have 
traveled E. Penna., Del., N. | Md. and Wash. 
for 2 years calling on Hardware Jobbers. Would 
like to contact manufacturing Hardware line to 
full time salesman. Resume mailed upon re- 
quest. Address: Box: H-37, care of HARDWARE 
Ace, Chestnut 56th Sts., Philadelphia 39, Pa. 


GRAD 
| 


& 





PRODUCT EXPERT. Outstanding man 
a broad and diversified marketing and ad- 
background ready to make a change. 
years of successful managerial assign- 
cost, budgets, controllership, field and 
general sales, store operations, product planning, 
market research, and new product merchandising. 


NEW 
with 
ministrative 
Fifteen 
in 


| Experience covers range from consumer durables 











| 
| 





Interested only in challenging op- 
and responsibility. Salary high but ne 
gotiable. Prefer stock purchase or incentive plans 
Address: Box H-34, care of Harpware AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


to industrials. 
portunity 





SALESMAN— 


uate— 


age 37—married—college grad- 
-seven years selling experience including re- 


_ tail grocery and hardware trade, hardware, plumb- 
| ing, 


electrical, automotive jobbers. Will travel 
part or all New York State, headquarters, Roch- 
ester, draw plus commission basis. Excellent 
references. Available immediately. Write Tames E 
aa 4420 Culwer Rd., ochester 22, New 
ork. 





STORE OR DEPARTMENT MANAGER. 
age 55, educated New York City, formerly Divi- 
sion Manager large Retail Chain Store organiza- 
tion, experienced hardware, plumbing and heating. 
building supplies; trained in modern merchandis- 
ing and sales promotion methods, inventory con- 
trol, store arrangement. Will relocate. Address: 
Box H-18, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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“Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests “Scotcn”’ 
Brand Masking Tape with every paint salet”’ 
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STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the _ effective- 
ness of HARDWARE AGE 
Pocket Want Cards for 
minimizing outs and keep- 
ing track of shorts 
special requests. 


More than_ 110,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have reor- 
dered several] times. 





HARDWARE AGE 
Pocket Want Card 


$m stock Write 


e . 
and ow here @ outs ow stocks «& 


requests. Give size. color, model, etc. Take 


@ ew cere eac’ ormng. Turn card in each 


Card fits neatly in jacket 
or shirt pocket. Write sane 
down outs, etc., immedi- 
ately, as soon as you discover them. Card is 
turned in each evening to store manager for 
review. Take a new card each morning. 











Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware Acer, Chestnut 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 
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HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 












HUUVAGNUH AEUMUATH .SaAG ila ~~ 





¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


¢ All the basic facts about Builders’ Hardware presented in 


simple, easy to understand language. 234 pages, 


385 illustrations, 

¢ Detailed descriptions of functions, applications, specifica- size 8!/" x 11" clothbound 

tions and estimating. Price only $8.00 
This all-inclusive volume covers base RECOMMENDED BY NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
metals, finishes, hinge requirements, AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 
lock functions, exit devices, door closing ; 
devices, lock security and keying, hard- —for experienced hardware men or students 
ware installation, special e hard- , 
ware for specific mse ih, Buildings. —how to set up a builders’ hardware department—and 
and safety precautions. Operating make it pay 


costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. —how to bring prospects into your store 


—how to read blueprints and specify jobs 


—how to cash in on replacement and follow up items 


CS SS SSS SS SSS SSS SSS SSS SSS SSS SSS SSS SSS Ke ee, 


HARDWARE AGE, DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


WRITTEN BY AN EXPERT Please send me ...... copies of HARDWARE AGE BUILDERS’ HARDWARE 
: HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
WITH 45 YEARS’ EXPERIENCE the invoice in the amount of $8.00 per copy, plus 45 cents handling and 





IN BUYING, SELLING ee 
AND MANUFACTURING ame eeeeeeeeeeeeveeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeneneee 
BUILDERS' HARDWARE Address eeeeveeeveeeeeeee "eee en eee eee eerste eee eeteeeeneeeenes 
GES p cnesGncenenceeds BOG a ccces BOE Goes véccces 


2 Check here if sending payment with order, scving you the 45 cents handling 
and postage charge. 
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World’s Largest 
Producer of 
Brass Padlocks 


dlaymaker 


LOCK CO. 








LANCASTER, PA. 








Keep ZeZonal in the 


Building Picture and eliminate guesswork! 


Builders’ Hardware of Proved Performance you. 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
building trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 












: a: MANUFACTURING 
oe 9 Bast een ee 








COMPANY iiinois 


WHAT'S NEW? 


Turn to pages 57-58 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 


new products that interest 


ITS QUICK—IT'S FREE 

























Wonderful for all wood 
and metal furniture. 
Glide softly, silently 














35 Pearl St.. New York 4, N. Y. 














Adjustable Rubber smoothly. Set of 4 on 
ion Glide a 3-color card. 6 Sizes, 
5%”, %”, 1”, 11/16", 1%", Ye". 
PROMPT SHIPMENT & 
Ask your jobber, if he is not supplied, write 
eae Fee rl ROBERT E. MILLER & CO., INC.., 


GENUINE 


DOMES or SILENCE 


” 


- 
Vo , 


%” 


Set of 4ina 

: f 3-color Box, 

me FF + 12 Boxes in 
Carto 


1%") 


Upholstery Nail 












/8 
Se 














Crutch Tip 
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A small mint in less than 
2 sq. ft. of floor space! 


HODELL 
Dog Chains ° 


You'll sell more dog chains ...and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover ... with this attractive 
merchandising display and starter set. 


Here’s how starter stock pays off 


$36.60 


meee. GO ee 6. 4 ee 
(at suggested resale prices) 


Dealer’s cost, complete. . . 


DEALER’S PROFIT 


(Prices subject to change) 


36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 


(Shipping weight, complete with display stand, 23 Ibs.) 


Complete with 36-Piece Assortment 
and Display Stand 


A certain sales-maker. Requires only 15” x 18” of floor space. 
Brightly colored sign and sturdily constructed, well-balanced 


stand made of quality bar steel stock, weighs 7 lbs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet 
Order From Your Hodell Distributor 
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HODELL CHAIN COMPANY 
CLEVELAND 3, 


Division of National Screw & Mfg. Co 


Nati 


fonal, 


OHIO 


excrrre’ 
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Only : SON 
26¢"}e oa d 
e — a i in te Only ra | 26 Lon 
23°, 36", ry a R-O-PANE® 3 as i uo ee 
48” widths | 36” wide 4" cet : oe ‘ r 2 Mesh 8 Only 36” wide Sch 48” widths \, 36° Wide 
Bast an we . ri Q Soe &, is , S 15¢ LIN. © ae 6" Wide 
biggest Seller . Ro Plastic Ova] 35> wigthseai Ot ibrar, 2088 | te peo new! sem -ite 
iggest Seler = = fy" Mesh Green = 4 29” 36° Vn wide WErary 1 Over 4 Mesh 
Guaranteed 2¥e on.Cords. 4 pe a | 8 tet 5, 10 & 20 Gauges 
a - ve Plastic Over Cle . ‘. 2 ; 48" widths. rs : Clear Plastic Over ie a ms - nos dL ode 
ALL NATIONALLY ADVERTISED @ 4 4 . Mesh L° 14 Mesh 5 ie Se 2) Cle g ie 4 Mesh White ‘Ks Other Warp Window Materials are 
Retail Prices Subject to Change ee 7 poized ye _ Galva rized. Wir ve & 4,8 and 14 Mesh ao p Cords. ~f “ VINYL-PANE & WINDOW-FABRIC 
ee ie if CU Galvanized Wire 7 mS “Ss *~ 





Dy PACKAGED STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 


Poly-Pane’ ity lane (F\)| ee 


36” x 72” Plastic Two Full Size Storm Windows a ace » One 
Sheet in Each Kit 6" x 72° 1. 36° x 84” weather- 
t proof kraft with 


: tw Crystal Clear 
18’ Fibre Molding "eae an ¥ b Picetic Sheet § ad 


America’s W 
Fastest Selling 


Storm Window Kit 












‘ 


Lact Window Size 


6’ x 10 
Transparent 
Plastic 


\ . an | 
x — Sheet 

S i , ; and 60’ Special 

Double Face Tape. 


Packed 6 in attractive counter 


Display Box 
50% 


MARK-UP 


12” x 12” clear 

~~ Ze = 

Package of Nails = : hed ee §=6and 200” ) plastic window 
sot 
“a 


One full size Storm zs . a i) Special 4” 21’ Fibre molding 
window, packed 2 Sheets Plastic—72” x 36 ee Tape Package of Nails 


n each colorful bo 36 Feet Fibre Moldin ) : | 
: nathan : Packed 12 to Attractive individually wrapped, 


36 in a Dispensing 2 Packages of Nails — | . 
Display Carton Packaged in Snappy 3 Color Plastic Envelope Counter Merchandiser ready to sell. Packed 12 to 
a Handy Dispenser Carton 





The Orig; 
gin 

Polyethylene 

Matting 


VARDEN Mii 


RIBBED MATTING AND FLOOR RUNNER a 


PLAST- O- Mat ' “rt Vinyt-Mat’ Easy Grow 


“ a ety 36 inches ca | 

1 doz. rolls Plastic | ae New type of transparent 
60” x 30” - Mulch 42 eee = plastic wrap—preserves 
Packed in ay Wide Cunlioht ey Sony Se —— food, protects household 
colorful 4 , nig . . Individually packaged. articles from harmful dust, 


‘iC 25 & 50 Ft. Rolls § Resistant jy a , | | 
Bulk Rolls a Black Saas gfty Contains all materials neces- dirt and moisture. 


ged 50’ & 100’ cotocs Polyethylene ————e ; sary for a complete family size OR lon sai _ 
i! Plastic 
Floor ete Lengths ice skating rink. tainer. Packed | doz. to display 


carton. 


Red, Green = 


Beige, Grey, Vinyl Plastic 
Black Floor Runner 


Tough. Clear. Extra Heavy Packed Doz. in Counter Display. 








FAST 
Complete TURNOVER 
Range 
of Praateat FULL 
Gevnes “THE BEST THAT aphiterel CAN BUY” - FOR FARM, HOME & INDUSTRY PROFIT 
& Widths 
V ERP Pre-Cut Packaged ALL WL. Y-(, over * Pre-Cut Round 
O Cover SLY CLUEr’| sunee Cover 
MOISTURE-PROOF =< 4 Gauge Heavy Dut 
COVERS : — Black Coverall is 
ea 






CLEAR 















‘ @ . Individually boxed 
5 HANDY , : and ~~’ 3 toa 
B LAC 4 available in i ‘ | we 5 Sizes OT . 
, 6 mil black ' 2 
the Name * Coverall is pe y-cetbcnatal Individually boxed 9’ x 12’ of clear COVERALL . yay 
te? tele ad tele): nd packed 3 t X if OF Ci€ar ~~. 
Warp s Folded Down on ACID-PROOF h packed 3 toa Individually boxed F 
- shipper esi 
hoger rch ty ee STAYS FLEXIBLE AT 60 Packed Doz. to Display Carton. 
on the edge BELOW ZERO 





if Material Will Be Exposed to Sunlight For Any Length of Time, Use BLACK COVERALL. 


Carried by Reliable Jobbers Everywhere 











